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FINANCIAL STATEMENT 


[PLEASE 


ASSETS 
Cash (on Hand and Bank) 


Dollars 


Accounts Receivable 
| 
(Amount Sold Pledged 
Notes and Trade Acceptances Receivable 
(Amount Sold Pledged 


Merchandise not consignment conditional 
sale (How valued: cost cost market, 
whichever 


Other current assets (describe) 


Land and buildings (present depreciated 
Machinery, fixtures and other 
(present depreciated 


LIABILITIES 


Dollars 


Accounts payable for merchandise, etc. past 


Acceptances and notes payable for merchandise_ 
Owing finance companies, banks, others_— 


(Secured accounts pledged, 


assigned sold) 
(Secured 


notes accept- 
ances pledged assigned) 
(Secured 


merchandise in- 
ventory pledged assigned) 
Notes banks (without security) 


Payable partners, officers, directors, 
stockholders 


Taxes, interest, rental, payrolls, etc., 
{ 


Unpaid city and/or state sales taxes, 
Other current liabilities 


TOTAL 
Mortgage 


Have Been Revised Meet 
MODERN CREDIT REQUIREMENTS 


Complete View the Assets 


How Much Past Due 
Reserve for Bad Accounts 
How Much Sold Pledged 
How Merchandise Valued 


AreLand, Buildings, Machinery, Equip- 
ment Figured Proper Depreciated 
Value 


The Whole Story Liabilities 


Are Accounts Payable Current 

They Pay Notes Acceptances 
They Sell Their Accounts 

They Pledge Their Merchandise 
Can They Borrow Without Security 


They Figure Taxes Definite 
Liability 


The Net Worth Which You Base 
Year Credit Premium Backed 


Proper Insurance Protection 


You will find NACM Financial Statement Blank 
Fit Every Class Trade 


(Let send you Complete Book Samples.) 
One Park Avenue, New York, 
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witiam RO¥COW 


Every business man knows that there must 

any policy succeed. Some changes 
are occasionally deemed advisable but the gen- 
eral policy must relatively fixed. 
knows too that business institution that had 
seven eight presidents the course 
dozen years, and many more changes 
its key executive assistants, would un- 
likely give good account itself. 

recent years, admittedly, cordial under- 
standing between business and government has 
not been wholly present. While sense 
the only factor contributing towards this lack 
cooperation, should pointed out that 
the constant change and shift personnel 
the department our federal government 
which represents business has not contributed 
better understanding. 

Most the men who have held the Sec- 
retaryship the Department Commerce 
have been fully qualified. The choices for 
Assistant Secretary this department have 
likewise been generally high level. 
third important responsibility the Depart- 


ment Commerce, the Directorship the 
Bureau Foreign and Domestic Commerce, 
has all-in-all been well-filled. 

But each these three key positions, con- 
tinuing changes personnel have been noted. 
the past years have had less than 
seven Secretaries Commerce. The changes 
personnel the Assistant Secretaryship 
have been even more numerous. The Di- 
rectorship the Bureau Foreign and Do- 
mestic Commerce has centered nine dif- 
ferent individuals that time. 

This not critical those who have held 


are now holding the posts. may, 


ever, cited one reason why business and 
government have not achieved desirably 
harmonious cooperation. 

There are many causes for these changes 
personnel government service, some 
which can and should quickly removed 
the interest continuity personnel. That 
could mean greater stability policy and 
better spirit cooperation. Given these, 


sound business progress would indubitably 
aided. 


Henry Heimann 
Executive Manager, N.A.C.M. 


Credit and Financial Management 


g | 


STRENGTH... 


Vital the Company that Insures Your 


THE FINANCIAL STRENGTH insurance 
company the basis your protection against 
loss through employee dishonesty, burglary, 
automobile accidents and other frequent haz- 
ards. pays know that your policies and 
bonds are wrought and made strong com- 


AMERICAN SURETY COMPANY 


HOME OFFICES: 100 BROADWAY, NEW YORK 


panies that are reliable and financially sound. 
Lose your Loss American Surety Company 
and its affiliate, New York Casualty Company. 
These Companies are experienced and strong, 
and through their local representatives nation- 
wide protection brought your own door. 
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Credit 


-The First Series Discussions Factors 
Affecting Credit Decisions 


helpful survey generally 

the entire field factors involved 

the formation credit deci- 

sions order that may orient 

and evaluate those phases the 

financial factor with which are 
primarily concerned. 

discussion the fundamental 
considerations underlying the exten- 
sion credit that failed refer 
the three classical C’s credit would 
guilty gross heresy. Glenn 
Munn, his work Bank Credit, 
sums the accepted conception 
when writes, practically unani- 
mous agreement exists among credit 
men that credit resolves itself into 
three elements, calling for three sep- 
arate lines investigation the 
credit risk, namely Character, Capac- 
ity, and Character, accord- 
ing Kniffen, refers the moral 
risk, the man, Capacity 
the business risk, the methods, capa- 
bility; and Capital the property 
risk, the means, resources. Occasion- 
ally, the alliteration extended 
include fourth C—Collateral, and 
even fifth, Conditions. 


Inadequacies Cited 


believe, however, that 
practical summation the com- 
plex factors upon which judicious 
credit decisions must based, the 
three C’s credit are more euphonis- 
tic than they are realistic. Too much 
has read into the significance 
each “C” that not commonly de- 
rived from its ordinary connotations. 
Further, cumbersome use the 
same worded considerations view- 
ing both personal credit and business 
credit. 


Glenn G., “Bank Credit—Principles 
and Operating Procedure” (McGraw-Hill Com- 
pany, Inc., New York, 1925) 45. 

Bank” (The Bankers Publishing Company, New 
York, 1921) 437. 
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EDWARD GEE, 
State-Planters Bank and Trust 
Co., Richmond, Va. 


The Editors are pleased 
present this issue the first 
articles Mr. Gee the 
important subject Credit 
active Credit Executive. 
What writes based upon 
his experiences bank and 
commercial credit operations 
Mr. Gee’s articles were 
first prepared graduating 
ate School Banking. 
has rewritten parts this 
thesis for this series from the 
viewpoint the commercial 
credit executive. 


Character apt and expressive 
word-picture the basic element 
personal credit but when are con- 
sidering credit impersonal busi- 
ness entity the application not quite 
appropriate. 

Capacity, applies personal 
credit, not much concerned with 
the talent, intelligence, and 
efficiencies, the word denotes, but 
with his ability translate such 
faculties may possess into sus- 
tained monetary income sufficient 
provide for the liquidation the 
credit requested. When speak 
capacity element business 
credit, presumed must not 
only have reference the relative 
resourcefulness the management 
but must also read into the word 
the ability the business progress 
continually through profitable opera- 
tions. 

Capital, applied both business 
and personal credit, restricted 
meaning the applicant’s material 


accumulation funds and properties 
and the extent his control over 
existing assets over funds assets 
acquired the future may 
affected obligations others. 

Thus seems that while the three 
C’s credit may devious interpre- 
tation said embrace the essence 
credit fundamentals, extract 
this essence, particularly where busi- 
ness credit concerned, must 
know and enlarge what want 
read each element before 
much practical value summa- 
tion the varying factors involved. 
must condense the considera- 
tions underlying the extension 
credit into three general groups, let 
make distinction between personal 
and business credit for the sake 
preciseness and choose broader and 
more connotative group headings for 
the sake clear thinking. 


Classification Credit Factors 


far business commercial 
credit concerned (to which our 
discussion exclusively devoted), 
believe that all the influences that 


touch any way the formation 


credit decision may grouped 
under the following heads: 

The Personal Factor 

The Financial Factor 

The Economic Factor 

Each these divisions has sug- 

gested scope such breadth that even 
the remotest consideration not pre- 
cluded implication. Together, 
they embrace the sum total the ele- 
ments which business credit 
based. Let touch briefly some 
the component considerations with 
which each concerned. 


The Personal Factor 
business enterprise must 


have its human element. None 


has yet been fashioned function 
its own accord without the assistance 
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Mr, Bank Executive: 


Have any your depositors, trustees, stockhold- 
ers, directors ever asked you these questions: 


Are all our bank’s mortgages adequately 
protected fire insurance good company 


the income from buildings owned our 
bank protected against loss fire and wind- 
storm (i.e., rents, leases, improvements and 
betterments, etc.) 


you insist that business men whom you 
loan money carry Use and Occupancy Insurance 
protect their earnings 


Have you investigated the cost explosion, 
windstorm, earthquake, riot, sprinkler leakage 
and all other insurance against well-known 
hazards protect properties and earnings 
which are interested 


Agents our companies serve many banks now. 
invite you write for further information 
about property insurance and see our agent 
your community. 


THE PHOENIX INSURANCE Hartford, Conn. 
Affiliated Companies 
THE CONNECTICUT FIRE INSURANCE Hartford, Conn. 
EQUITABLE FIRE MARINE INSURANCE CO., Providence, 
MINNEAPOLIS FIRE AND MARINE INSURANCE Minneapolis, Minn. 
THE CENTRAL STATES FIRE INSURANCE CO., Wichita, Kans. 
GREAT EASTERN FIRE INSURANCE White Plains, 
ATLANTIC FIRE INSURANCE Raleigh, 
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The personal factor credit analysis 
has with the character and 
capabilities this human 
the honesty, ability, and resourceful- 
ness executive management, the 
adequacy, temper, and skilfulness 
subordinate labor. 

important remember that 
integrity relative. There are grad- 
ations honesty and until man has 
been tried fire difficult esti- 
mate his absolute integrity conclu- 
sively. Only through close associa- 
tion with the key men business 
over long period years can 
come know their char- 
acter and even this must 
accompanied keen 


does not follow all that 

honest executive able one. 
Ability managerial attribute that 
must determined through other 
approaches. Age, experience, train- 
ing, and educational 
mental qualifications are among the 
manifest factors considered indi- 
vidually and the aggregate. God- 
given intelligence, which has been de- 
fined the inborn ability 
individual solve new 
perhaps the most essential charac- 
teristic able executive. Laborers 
must efficient, that is, they must 
able repeat pattern per- 


profitability that confined only 
ascendant phase the business 
cycle should discounted 
marked extent determinant 
executive capacity. 

Appraisals managerial ability 
should also related the size 
the business operation. Frequently, 
individual will flourish 
one-man, small scale operator but 
when expands the point which 
has delegate authority and direct 
complex activities through others, 
his capacities may prove inadequate. 
The ability handle men becomes 
greater importance executive 
than the ability handle 
things organization 
develops size. 


and conscious 
The best can usually 
evaluate the more obvious 
indicants: general reputa- 
tion, habits, family influ- 
ences, and antecedent his- 
tory. evaluating ante- 
cedent history, especial 
consideration should 
given surrounding condi- 
tions and circumstances. 
Any man can establish 
reputation 
honesty the absence 
economic pressure. 
Fortunately, seems 
likely that the hazards 
the moral risk should vary 
inversely with the size 
the business entity. 
the larger organizations, 
policies are usually deter- 
mined group sev- 
eral executives, rather 
than 
alone, and thus forces 
internal check come into 
play which tend dimin- 
ish the likelihood col- 
lective 


Read What 
Alexander Wall 
Says About 

Mr. Gee’s Articles! 


Mr. Alexander Wall, Secretary and Treasurer 
the Robert Morris Associates, author How 
Evaluate Financial Statements, Analytical Credits, 
and other books, and nationally recognized one 
the foremost contributors credit analytical 
technique, has this say about the proposed series 
articles: 

“In position faculty advisor Mr. Ed- 
ward Gee the American Bankers Associa- 
tion’s Graduate School Banking Rutgers 
University, was pleasure and opportunity 
review the text while was the form 
thesis submitted connection with the school’s 
requirements. 

“Contributions credit technique, similar 
that Mr. Gee, and way approximating the 
value his material, are few and far between. The 
studious approach saved from being academic 
demonstrations the very practical application 
the theories advanced. Mr. Gee trained credit 
executive, willing accept new methods ap- 
proach only after having applied the principles 
involved actual cases. 

with great deal pleasure that can 
recommend the series articles which Mr. Gee 
preparing for the National Association Credit 
Men. believe every member the Association, 
from the most experienced the neophyte will 
benefit reading these articles carefully and 
then applying the principles Mr. Gee’s theories 
their credit analysis procedure.” 


and labor 
cies are becoming more 
and more important 
indicants managerial 
ability. Trade association 
activities may usually 
considered another token 
alert 
ship. final obvious point 
with the extensiveness and 
demands the outside 
interests officers and di- 
rectors, other business 
principals. Incidentally, 
desirable ascertain any 
concentration stock con- 
trol and study the 
standing, 
and beneficial connections 
each member the 
board directors. 


USINESS 

static thing and its mani- 
festations should under 
surveillance. 
Abrupt changes person- 


manage- 


small proprietorships, partnerships, 
and close corporations that the ques- 
tion managerial integrity assumes 
the greatest importance. When 
enterprise dominated one indi- 
vidual, the investigation the char- 
acter risk should particularly thor- 
ough and painstaking. The moral 
fibre ony one man must then with- 
stand the trials and temptations 
economic stress. 


The logic this statement appears irrefutable 
despite several prominent and highly publicized 
examples managerial dishonesty gigantic 
such the Kreuger, Insull, and 
McKesson and Robbins cases. 
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formance over and over again with 
consistent dexterity, but leaders must 
intelligent. 

Ability business management 
best evidenced record profit- 
able operations. transcendent 
importance, however, that when oper- 
ating results are studied for indica- 
tions management capacities, they 
properly related concomitant 
economic conditions, both within and 
without the industry. record 


*Twitmyer, Dr. Edwin B., from address, 
“The Middle ‘C’,” reported the Bulletin the 
Robert Morris Associates for October, 1927, 
Volume 10, 214. 


nel, the possibility the transfer 
the balance voting power 
through penalty provisions pre- 
ferred stock indentures, and the ade- 
quacy 
should considered their effect 
the continuity competent man- 
agerial control. some instances, 
the maintenance adequate life in- 
surance favor the business 
one more person- 
alities the only way creditor can 
assured protection against the 
potential dangers obvious weak- 
ening management through death; 
May, 1941 
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most instances where the top exec- 
utives are particularly capable, life 
insurance desirable recompense 
partially for lost capacities and ease 
the business over the immediate shock 
the necessary adjustment period. 

partnership, obvious that the’ in- 
tegrity and ability each member 
the firm should probed thor- 
oughly the credit were being 
granted each partner personally. 
Each partner has the power bind 
the firm ordinary business transac- 
tions and unless his character above 
reproach and his judgment competent, 
definite and hazardous weakness 
exists the extension credit 
the partnership. 

consideration pro- 
ductive labor and the 
selling and clerical per- 
sonnel should round out 
appraisal the human 
element credit analysis. 
From what classes in- 
temperament, 
nationality, and economic, 
standing the labor sup- 
ply drawn and how may 
this 
terms continued ade- 
quacy, stability, and effi- 
ciency? what extent 
labor unionized sus- 


shall confine ourselves this 
point defining its scope. Briefly, 
this phase credit analysis has 
with (1) the quantity and quality 
the assets the business and the ex- 
tent the interest creditors there- 
in, shown the balance sheet, 
(2) the operating activities and prog- 
ress the business, shown the 
profit and loss statement, and (3) the 
reconcilement operating results 
with balance sheet changes owner- 
ship capital, shown surplus 
capital account statements. 


The Economic Factor 


human element business 
credit may thoroughly reas- 


Covered Mr. Gee’s 
Series Articles 


June—Financial Factor Credit Analysis 
July—Balance Sheet Analysis 
August—Working Capital 
September—Receivables and Inventories 
October—Analysis Receivables 
November—More About Receivables 
December—Bad Debt Reserves 


ceptible strong union- 
ization? How successful 
has the management been 


January—Quality Ratio for 


February—Analysis Inventories 


March—More About Inventories 
April—Valuation Inventories 


the selection person- 
able salesmen, competent 
clerks, ac- 
countants building 
its vitalizing organization 
capacities? 
These are among the multitudinous 
considerations that comprehensive 
analysis will cover. 
SOUND credit cannot extended 
business enterprises the 
basis managerial integrity and abil- 
ity and human capacities alone. There 
must some tangible asset protection 
prudent transaction. The quan- 
tity asset protection deemed neces- 
sary may directly affected other 
considerations, such the operating 
record the business, the estimated 
capacity its management and spe- 
cific general economic conditions, 
but all events, some financial re- 
sponsibility tangible assurance 
repayment essential credit. 
Inasmuch shall have more 
say about the financial factor later, 
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WHOLE YEAR STUDY 


CREDIT ANALYSIS 


suring, past operating results may 
have been satisfactory and current 
balance sheet proportions may ac- 
ceptable, yet there remains impor- 
tant third side our triangular con- 
ception the considerations essential 
sound credit decision. What in- 
herent characteristics are there the 
economic functions and structure 
the organization that will contribute 
ness strength there the indus- 
try itself nullify abet other 
favorable factors? What part will 
cyclical secular trends general 
business conditions play determin- 
ing the ability the enterprise 
liquidate its accounts orderly 
manner? These and related consid- 


erations classify the economic 
factor credit analysis. 

The analyst should ever aware 
dict the course future events. The 
past record business has par- 
ticular significance aside from its im- 
portance basis for prognosticating 
the future. The signposts the past, 
however, are not the sole guides 
the future. Other elements, largely 
general economic character, offer 
pertinent aid they are permitted 
enter into the picture. 


Correlation Credit Factors 


decision results from the proper 
correlation the factors 
discussed. The facts and 
opinions that are applic- 
able each the three 
groups 
weighed, valued 
with due deference the 
relative extent which 
they are capable deter- 
mination. Deficiencies 
one class considerations 
may 
strength 
other elements. Strong 
management, for instance, 
and favorable economic 
outlook may more than 
offset weakness bal- 
ance sheet proportions 
the other hand, mediocre 
management and un- 
certain economic outlook 
may outweighed 
unquestionable 
strength. Endless varia- 
tions and gradations are 
possible and the real art lending 
consists judiciously balancing the 
variety factors involved. 


place individual estimate the 
weight that should accorded each 
group elements arriving the 
final decision but believe 
idle pastime. The influence that any 
one factor may have the final de- 
cision may vary directly with the posi- 
tivity its strength and with the 
diversity attendant conditions. The 
managerial personal factor may 
virtually eclipse all other considera- 
tions; again, the financial factor may 
have such powerful aspects 
diminish substantially the relative im- 
portance other (Cont’d 43) 


Why Business 


Significant Factors Leading Bankruptcy— No. 


ever present problem. Fail- 

ures business are not limited 

periods general business 
depression any more than disease 
confined widespread plagues 
epidemics. Prosperity, well de- 
pression, brings its quota individ- 
ual misfortunes, business and cor- 
porate failures. Just the field 
modern medicine, much attention 
given the prevention disease, 
greater effort should directed 
the field business toward the pre- 
vention business failures and bank- 
ruptcies. Managements should make 
greater use improved methods 
the fields advertising, accounting, 
marketing, budgetary procedure, pro- 
duction control and business forecast- 
ing, order cope with the unend- 
ing vicissitudes business enterprise. 
spite past efforts this direc- 
tion, the failure problem remains 
serious and unsolved. Credit men 
should not only exercise greater cau- 
tion approving credit risks, but 
should participate more actively and 
co-operatively the prevention 
business failure well the sal- 
vage operations their distressed 
debtors. 

While business depressions may 
not disregarded study the 
bankruptcy and failure problem, many 
other factors are far greater sig- 
nificance. Although business depres- 
sions are more frequently cited 
primary causes misfortune, they 
are usually the Occasion rather than 
the fundamental Cause business 
failures. Just individuals, una- 
ware serious heart ailments, often 
collapse critical moment exer- 
tion, business enterprises fail 
period severe business depression. 
The real causes business failure, 
like the causes leading the failure 
the vital organ, impair the 
strength the business enterprise 
that unable meet the adjust- 
ments demanded during 


Bankruptcy and business failure 
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LOUIS STARKWEATHER 


Associate Professor Finance, 
New York University 


depression. Neglect the part 
the individual, well neglect and 
lack foresight upon the part 
management, represents the funda- 
mental cause subsequent misfor- 
tune. The strain general depres- 
sion business merely exposes un- 
derlying failure tendencies and mal- 
adjustments the human, well 
the corporate body. This strain, while 
reveals the underlying weaknesses, 
not itself responsible for finan- 
cial embarrassment, receivership with 
reorganization and reconstruction, 
the other hand, 
ruptcy with “death” and liquidation. 


Magnitude the Problem 


BANKRUPTCIES 

failures have reached staggering 
proportions recent years. the 
past, creditors and credit men have 
given too little thought bankruptcy 


and corporate failure, together with 


its problems reorganization 
liquidation, because its legal as- 
pects. Consequently, treatment 
the failure problem has been retained 
large degree the legal profes- 
sion for its solution. Relatively little 
thought has been given this phase 
business and finance credit 
managers one vital importance 
business men and society 
whole. The huge losses suffered 
creditors and investors and the re- 
sulting disorganization industry 
and commerce during the last few 
years, has created widespread inter- 
est the problem. Since 1933 na- 
tional interest has been displayed 
the federal government through 
substantial revision the bankruptcy 
laws. 

The Temporary National Economic 
Committee has recently issued 


monograph “The Problems 
Small Business” which compre- 
hensive study has been made busi- 
ness mortality. Coincident with the 
release this report, Sumner 
Pike the Securities and Exchange 
Commission outlined February 25, 
1941 the Temporary National 
Economic Committee system lo- 
cal “financial clinics” which, said, 
might established various indus- 
trial centers with government support 
meet the credit problems small 
business. Mr. Pike suggested the 
creation federal bureau for small 
business underwrite the cost 
operations for the first two three 
years the “financial clinics” which 
000 $100,000 would necessary 
for each. further discussion, 
stated, “We still feel very strongly 
the need small business for 
credit facilities, that local prob- 
lem which would only complicated 
any solution administered primar- 
ily from Washington.” 

cited the Industrial Corpora- 
tion Baltimore, organized the 
World War days, semi-civic enter- 
prise promote Baltimore business 
example the organization 
which believed the government 
should encourage. The corporation, 
said, was composed leading 
members the community and 
served financial counsel for small 
business and aided them locating 
capital. further discussion, 
stated, “They have learned that each 
case has its own special problems and 
that very seldom are any two cases 
alike. Their’s simply the function 
‘financial clinic,’ administered 
organization which knows its com- 
munity and knows the sources 
capital that community. Inciden- 
tally, has been the experience 
the Baltimore corporation that there 
usually plenty money available. 


suade its owners invest it.” 
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raise permanent long term 

capital for new even estab- 
lished enterprises relatively small 
and local character one thing, and 
admittedly very pressing problem 
the present time. However, more 
important than the raising capital 
the conservation this capital and 
the protection these enterprises 
from financial embarrassment, failure, 
bankruptcy and ultimate liquida- 
tion. the opinion the writer, 
more important function for these 
“financial clinics” that wise un- 
biased counsel the question the 
causes failure and the encourage- 
ment business managements and 
proprietors sound methods busi- 
ness operation and financial policy. 
The old adage fool and his 
money are soon parted” may 
prise, and amount capital 
promote the success business en- 
terprise large small should made 
available unless thorough under- 
standing the causes failure are 
fully appreciated. this end the 
contribution made the above men- 
tioned study and the subsequent views 
expressed the writer appear 
timely and prophetic. 

1932, the United States Depart- 
ment Justice inquiries and studies 
existing bankruptcy laws and their 
administration revealed that the ease 
wiping out debts through the as- 
sistance the bankruptcy courts has 
resulted condition threatening 
the foundation our credit struc- 
ture.* the seriousness the 
failure problem was recognized evi- 
denced recent federal legislation 
corporate financing, failure, and bank- 
The former has been “treat- 
ed” under the Securities Exchange 


1933 and its subsequent 


amendments while bankruptcy has 
been covered part various 
amendments the Bankruptcy Act. 


What the Figures Show 


THE magnitude the bankruptcy 
and failure problem revealed 
Table covering all bankruptcies 
the United States for the fiscal 
years ended June 30, 1920 1939. 
the twenty years ended June 
30, 1939, there was total 952,439 
bankruptcies the United States. 
Although there has been an- 
nual average 47,622 bankruptcies, 


*“Causes Commercial Bankruptcies,” Do- 
mestic Commerce Series No. Department 
Commerce, 1932, page 
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EXTERNAL 


(a) Economic Conditions 
Operation business cycle. 


Major economic changes in- 


dustry. 
Economic trade and style changes. 
Unfair competition. 
New inventions and technological 
developments. 
Loss important export markets. 


(b) Political and Legal Factors 
legislation. 


Government interference. 

Government subsidization. 

Embargoes and economic boycotts. 
Tariffs and reprisals. 

Taxation. 

Stockholders’, bondholders’, and 


creditors’ lawsuits. 
Patent litigation. 


(c) Acts God and Other 


Causes 
Earthquakes, fires and plagues. 
Floods, hurricanes and marine 
disasters. 
Wars and revolutions. 
Strikes. 
Sabotage. 
Fraud. 


INTERNAL 


Financial Management 


(a) Promotion 
Lack sound economic founda- 
tion. 


Defective original financing. 


Defective consolidation merger. 


Defective reorganization. 
Poor location plant. 


previous 


management. 


Lack adequate banking spon- 


sorship. 


Unbalanced capital structure. 
Defective legal incorporation. 
Insufficient equity capital. 


(b) Financial Policies 


Over-expansion. 

Over-capitalization. 

Excessive contingent liabilities. 
Excessive cost funded debt. 

Excess floating and current debt. 
Inadequate depreciation and de- 


pletion. 


Inadequate write-offs. 


and equipment. 


Inadequate valuation and con- 


13. 
14. 


— 


10. 


Causes Failures 


tingency reserves. 


Too liberal salaries and bonuses. 
Too liberal dividend policy. 

Payment unearned dividends. 
Borrowing money pay interest. 
Poor financial planning (maturi- 


ties). 


Unwise investment surplus 


current funds. 


Operating Management 
(a) Policies 


Perpetuating errors previous 


operating management. 


Defective accounting methods and 


records. 


Lack unbiased and independ- 


ent audits. 


Defective credit and collection 


policies. 


Inadequate plant and equipment. 
Price policies. 
Unprofitable lines and non-pro- 


ductive units. 


Failure meet competitive con- 


ditions. 


Speculation and gambling. 
10. 
11. 


Inadequate maintenance plants. 
Dominance personalities 
management. 


Inadequate advertising and mar- 


ket 
Inadequate research. 
Labor and wage policies. 


(b) Organization 


Incapable dishonest manage- 


ment. 


Incapable personnel. 
Improper layout plant. 
Ineffective use plant and 


equipment. 


Defective engineering and desig 


product. 


Inferior quality products. 
Understaffed departments. 


(c) Coordination and Control 


Defective departmental coordina- 


tion. 


Defective budgetary control. 

Inadequate cost control. 

Inadequate sales. 

Excessive production costs. 

Excessive: selling expense. 

Excessive distribution expense. 

Excessive overhead and adminis- 


tration costs. 
Excessive inventories. 
“Frozen” receivables. 


From “Corporate Readjustment 


zation.” Louis 


Starkweather—New York 


University Bookstore—New York, 
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find continuous upward trend 
without interruption from 1920 
1933, without material decline from 
the peak 67,031 reached 1933. 
Bankruptcies 1933 were over four 
times great 1920, while even 
1928, year general prosperity, 
they were over three times large 
1920. Contrary the general 
impression, the number bankrupt- 
cies steadily increased during the most 
“prosperous” years American busi- 
ness, 1926-1929. 

the total 952,439 bank- 
ruptcies during the past twenty years, 
approximately 63.1 per cent 601,- 
403 represented cases which there 
were realizable assets. Further- 
more, 1938, 86.0 per cent all 
bankrupts had realizable assets 
which could liquidated for the 
benefit creditors. 

The total amount liabilities 
involved bankruptcy for twenty 
years reached the staggering sum 
$18,401,139,000, which only $1,- 
539,952,000 assets were realized 
for distribution unsecured cred- 
itors. may assumed that the 
average creditor liabilities business 
enterprises are equal the invested 
equity capital employed,* then 
creditors and owners have lost over 
thirty-six billion dollars twenty 
years, nearly two billion dollars 
per year. 

Unsecured creditors have re- 
ceived average only 6.14 cents 
per dollar claims. The return has 
declined from high 12.50 cents 
3.12 cents 1935, and only slight 
improvement this condition has 
taken place the last two years. 

The expense involved realiz- 
ing and distributing the assets for 
twenty years amounted total 
$375,996,000. other words, has 
average 24.40 cents for each 
dollar paid creditors, and each dol- 
lar paid represented only 6.14 cents 
per dollar original liabilities in- 
volved. 


Causes Bankruptcy 


HAT are the causes for this 
staggering loss bankruptcy 
and commercial failure? 
into the causes commercial bank- 
ruptcies conducted the United 
States Department Commerce, 


*In study the Twentieth Century 
Fund, Inc., that “‘borrowed capital” 
for all corporations equals 33.8% while equity 
capital indicated “Net Worth” amounts the 
balance 66.2% total capitalization. Table 15, 
page 60. “How Profitable Big 
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cooperation with the Institute Hu- 
man Relations and the Law School 
Yale University, revealed the fol- 
lowing significant conclusion: 
dividual and commercial failures are 
general preventable and their re- 
currence both reflection and 
burden upon our economic 
The broad general underlying causes 
may summarized follows: 

Freedom enterprise—The un- 
limited and uncontested right every 
engage any business 
regardless personal qualifications 
results the entry into business 
many whose failure almost certain. 

Intensified Competition The 
ever-present speculative element in- 
volved trade every kind has been 
accentuated recent years 
greater intensification competition. 
There conclusive evidence that 
this cause has been will sub- 
stantially relieved recent federal 
legislation. 

Business Changes and Improve- 
every phase economic 
activity, progressive change never 
ending. Although 
business man has little influence 
determining controlling any all 
the many changes taking place, 
should cognizant them and par- 
ticularly must intelligent with 
respect the changes taking place 
his own field endeavor. this 
modern competitive business world, 
new inventions, ideas, and methods 
are constantly being forced into use. 
The methods production and dis- 
tribution undergo frequent revolu- 
tionary changes, and the consequent 
effects are disastrous many busi- 
ness men who are slow heed and 
conform inevitable changing condi- 
tions. 

Ease Securing Credit—Lib- 
eral creditors who are influenced 
insatiable desire for larger vol- 
ume business actually encourage 
many undeserving debtors accept 
unwarranted amount credit. 
close analysis the causes bank- 
ruptcy discloses that overbuying 
frequent cause failure. Every 
debtor confronted with the problem 
accepting rejecting what ap- 
propositions” presented persuasive 
salesmen who insist that the signa- 
ture the order all that neces- 
sary complete the transaction. 

Ease Discharging Debts—It 


“Causes Commercial Bank- 
ruptcies,” 


Dept. Commerce, Sept., 


evident that larger number 
debtors seek relieve themselves 
burdensome debts when there 
fear being held accountable for 
their acts. Creditors, granted the 
power subject bankrupts 
examination concerning their affairs, 
are notoriously lax determining 
the guilt fraudulent debtor and 
opposing discharges. The whole- 
sale dissipation wealth the dis- 
honest incompetent will continue 
increase until some penalty de- 
terrent attached the waste and 
destruction capital. The commer- 
cial and social stigma formerly at- 
tached failure and bankruptcy 
longer evidence with the same 
degree significance. Whereas for- 
merly the threat bankruptcy was 
weapon which the creditor could use 
force payment, now often repre- 
sents weapon the hands the 
debtor force the creditor com- 
promise his obligations. 

Business Fluctuations One 
cannot ignore the fluctuations busi- 
ness activity important contrib- 
uting cause failure. General busi- 
ness conditions during the last few 
years have been injurious the eco- 
nomic welfare the individual 
well that both large and small 
business enterprises. 


What Business Failure? 


United States Department 

Commerce* has defined 
ness failure suspension oper- 
ations corporation, partnership, 
individual engaged commercial 
activities which involves loss 
creditors.” Bankruptcy, the other 
hand, defined under the Federal 
Bankruptcy Act state insal- 
vency “When the aggregate the 
not sufficient amount pay 
These two definitions 
business failure are essentially the 
same that they imply the following 
basic characteristics 


business activities. 

voluntary involuntary set- 
tlement business affairs. 

However, such definitions are incom- 
plete that they embrace only the 
legal concept failure. 


See Federal Bankruptcy 


May, 
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Table Bankruptcy Liquidation 1920-39 
Revised date—Source—Pp. Monograph No. Small Business’’ Senate Committee Print Temporary National Economic Committee, 1941. Original source; Louis 
Starkweather; Dept. Commerce, Div. Business Review, Oct. 1938. 
Fiscal Total Tot. assets Tot. pd. Exp. pd. per liq. exp. Ratio 
years liab. realized Cred. liquid. liab. per Total No. No. Asset 
ended (000 (000 (000 (000 liab. tot. assets Cases Asset Cases 
June omitted) omitted) omitted) omitted) paid realized Cases Total 
1920 $201,626 $29,599 $22,223 $6,355 11.02 21.47 16,622 9,000 57.6% 
1921 171,284 27,278 21,511 4,835 12.56 17.72 15,200 8,480 55.8 
1922 255,614 37,900 29,434 7,357 19.41 22,517 10,082 44.8 
1923 486,401 61,861 47,998 12,041 9.87 19.66 34,401 17,758 51.6 
1924 663,645 71,587 54,523 15,306 8.22 21.38 41,649 22,316 53.6 
1925 747,523 85,349 63,528 18,522 8.50 21.70 44,440 23,694 
1926 806,313 93,018 70,765 19,842 8.78 21.33 47,307 26,913 56.9 
1927 885,557 96,559 72,094 21,342 8.14 22.10 48,269 28,062 58.1 
1928 830,789 90,540 66,693 21,512 8.03 23.76 53,392 30,405 56.7 
1929 883,606 88,964 66,323 19,949 7.51 22.42 57,039 35,572 62.4 
1930 948,258 106,245 81,827 22,220 8.63 20.91 60,568 38,116 63.0 
1931 1,008,654 89,535 67,620 19,777 6.70 22.09 60,322 30,507 63.8 
1932 1,260,230 85,577 63,028 18,683 5.00 21.83 63,502 38,760 61.0 
1933 1,627,066 115,789 87,282 24,109 5.36 20.82 67,031 38,181 57.0 
1934 1,589,816 81,501 61,580 18,217 3.87 22.35 63,482 37,099 58.4 
1935 1,518,932 63,073 47,352 15,721 3.12 24.93 56,483 37,027 65.6 
1936 1,400,000 85,084 66,692 17,953 4.76 21.10 52,339 38,867 74.3 
1937 1,224,789 63,484 48,593 15,404 3.93 24.24 55,115 42,396 76.9 
1938 1,032,191 108,293 48,660 59,633* 4.70 49,606 42,782 86.0 
1939 858,845 58,716 41,498 17,218 4.84 29.30 43,975 37,386 85.1 
Totals 
Average 
per year— 
920,057 76,998 56,461 18,800 6.14 24.40 47,622 30,070 63.1 
(*) Apparent error Attorney General’s figures. information date basis correction. 
Footnote: This record bankruptcies does not include large number receiverships which terminated reorganizations unless such reorganizations were consummated through foreclosure 
proceedings bankruptcy. does not include many cases which the principals merely disappeared and against whom bankruptcy proceedings were instituted, nor voluntary with- 
drawals from business without loss creditors, although the capital the enterprise may have been dissipated. Source: Annual Reports the Attorney General the United States. 
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for 
New Credit 


NANCIAL MANAGEMENT goes 

press, all the industry pro- 

grams are practically completed. 
Outstanding speakers will discuss 
topics vital interest members 
individual industries, and the 
hope the chairman that you will 
not only enjoy the trip New Or- 
leans, but that you will also able 
take back home many ideas and 
suggestions which will help 
you your day day work. 

Meetings are scheduled for ma- 
jor industries, and there should 
least one meeting progress 
Wednesday, May 14, which will 
interest every Credit Congress 
Registrant. 

meeting has not been scheduled 
for your specific industry, check over 
the list and plan attend any one 
more the sessions most inter- 
est you. You will welcome 
any all them. 

Following are the programs sched- 


this issue AND FI- 


Advertising Media 


Chairman: George Gill, World 
Publishing Co., Omaha, Neb. Vice- 
Chairmen: Walter Burson, Pitts- 
burgh Post-Gazette, Pittsburgh, 
McFarland, The Journal Com- 
pany, Milwaukee, Wis.; Den- 
ning, Los Angeles Times, Los An- 
geles, Cal. Secretary: Allen 
Selby, Chicago Daily News, Chicago, 
Illinois. Treasurer: Walter Light- 
body, Chicago Tribune, Chicago, 
Illinois. 


GILL has arranged 

very interesting program in- 
cluding, “What the Sales Department 
Thinks Credit Executive and 
How Should Function,” Don- 
ald Coleman, Circulation Man- 
ager, Times-Picayne Publishing Co., 
New Orleans, Louisiana; “Your As- 
sociation and Your Opportunity,” 
Gus Horn, Secretary Manager, 
Omaha Association Credit Men, 
Omaha, Nebraska; “How Big 
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Man?” Earl Smith, Vice-Presi- 
dent, Young Men’s Business Club, 
New Orleans, La.; “Outlook for 
for 1941,” Mark Bartlett, 
Information Agent, Farm Credit Ad- 
ministration, New Orleans, La. 
There will Open Forum dis- 
cussions during both the morning and 
afternoon sessions, and Industry 
Luncheon scheduled for 12:30. 


Automotive and Petroleum 
Wholesalers 


Chairman: Rasch, Inter- 
state Electric Co., New Orleans, La. 
Co-Chairman: Frost, Minne- 
apolis Iron Stove Co., Minneapolis, 
Minn. Committee: Hock, 
Tidewater Associated Oil Co., San 
Francisco, Cal.; Knowles, Benj. 
Crump Co., Richmond, Va.; 
Knox, Crow-Burlingame Co., Little 
Rock, Ark.; Overberg, Gulf Re- 
fining Co., Louisville, Ky. 

Complete program will an- 
nounced later. 


Bankers 


Duggan, 
Continental Illinois National Bank 
Trust Co., Chicago, Ill. 
man: Thomas Regan, National 
Bank Commerce, New Orleans, 
La. Committee: Watson, 
Bank America, Los Angeles, 
Withington, Philadelphia Na- 
tional Bank, Philadelphia, Pa. 

Program will available ad- 
vance the meeting. 


Brewers, Distillers and Wholesale 
Liquor Industry 


Chairman: Talbot, Frank- 
fort Distilleries, Inc., Louisville, Ky. 
Vice-Chairman: Harrell, As- 
sociated Brewers Distributing Co., 
Los Angeles, Cal. 


TALBOT has sched- 

uled two formal presentations 
follows: “Prohibition Taxation,” 
Hon. Rufus Fontenot, Direc- 
tor, Department Revenue, State 


Davis, Bohemian Distributing 
Co., Los Angeles, Cal. 

Most the afternoon will de- 
voted analyzation and discussion 
Credit Symposium which has been 
compiled through the cooperation 
Brewers, Distillers, and Wholesale 
Liquor Dealers throughout the coun- 
try. 


Building Material and 
Construction 


Chairman: Farrar, Mosher 
Steel Co., Dallas, Tex. 
man: Emmett Brown, Pontchar- 
train Lumber Co., Metairie, La. 


CHAIRMAN FARRAR an- 

nounces that Aldridge, 
Linde Air Products Co., Birming- 
ham, Ala., will deliver talk 
“Salesmanship The Credit De- 
Sherwin-Williams Co., Dallas, Tex., 
will speak “Selling Marginal Ac- 
counts Safely.” There will two 
additional talks subjects and 
speakers announced, addition 
Open Forum Discussion. 


Cement 


Chairman: Perine, Lone Star 
Cement Corp., New Orleans, La. 

meeting. 


Clothing, Men’s Furnishings, Dry 
Goods, Footwear, Ladies’ Wear 
and Millinery Industry 


Chairman: Jos Schoenenberger, 
Beau Brummell Ties, Inc., Cincinnati, 
Ohio. Vice-Chairmen: Bucke- 
lew, Talon, Inc., Meadville, Pa.; 
Hussey, Levy Brothers Adler 
Rochester, Inc., Rochester, Y.; 
Pritchett, Sewell Mfg. Co., Bre- 
men, Ga. 


OUR formal addresses been 
scheduled Chairman Schoen- 


berger follows: “What Are 


Doing Manufacturer, Jobber 
Wholesaler Aid the Small Mer- 
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ager, Brown Shoe Co., St. Louis, 
“Another ‘C’ Credit,” 
Theodore Bethea, Attorney, New 
Orleans Insurance Exchange, New 


Orleans, La.; “What Salesman 
Thinks the Credit Department,” 
Company, New Orleans, La.; “Na- 
tional Defense Its Effect the 
Credit Policies Our Industry,” 
Earl Rees, A., Asst. 
Sears-Feiblemann, New Orleans, La. 
There will Open Forum discus- 
sions during both the morning and 
afternoon sessions, and Industry 
Luncheon will held 


Drug and Chemical Industry 


Chairman: Roberts, Vick 
Chemical Co., Wilmington, Del. Vice- 
Chairmen: Holmann, Parke, 
Davis Co., New Orleans, La.; 
Jay, Canadian Kodak Co., Ltd., 
Toronto, Ont., Canada; Rodri- 
guez, Davol Rubber Co., Providence, 
Committee: Gruber, Up- 
john Company, New York, Y.; 
Walter Kuntz, Jr., Southwestern 
Drug Corp., Waco, Texas; Marion 
Thatcher, Hazeltine Perkins Drug 
Co., Grand Rapids, Mich. 


HAIRMAN ROBERTS 

advises that the meeting will open 
with “Address Welcome,” 
Rodriguez, Davol Rubber Co., 
Providence, Following there 
will number addresses fol- 
Holmann, Parke, Davis Co., New 
Orleans, La.; “Collection Policy,” 
Walter Kuntz, Jr., Southwestern 
Drug Corp., Waco, Texas; “Credit 
Policy Control,” Roberts, 
Vick Chemical Wilmington, 
Del.; Make Account 


Company, New York, Y.; “Inter- 
depedence Sales and Credit Depart- 
ments,” Rodriguez, Davol Rub- 
ber Co., Providence, I.; “Setting 
Bros. Drug Co., St. Louis, 
Mo. 

Each formal presentation will 
followed Open Forum discus- 
sion. There will Industry 
Luncheon 12:30. 


Electrical and Radio 


Chairman: Diehl, Westing- 
house Electric Mfg. Co., St. Louis, 
Mo. Vice-Chairman: Strick- 
land, General Electric Supply Corp., 


Credit and Financial 


New Orleans, La. Committee: Miss 
Alleen Harrison, Tafel Electric 
Supply Co., Louisville, Ky.; 
Biar, Schoellkopf Co., Dallas, 
Brown, Matthews Electric 
Supply Co., Birmingham, Ala. 


unusual feature the program 

prepared Chairman Diehl and 
Committee Quiz Session which 
Manning, Bowman Co., Meriden, 
Conn. 

Cristadoro, Radio Specialty 
Corporation, New Orleans, La., will 
speak “Radio Industry Credit 
Problems”; Joseph 
Mitchell-Rand Insulation Company, 
New York, Y., will address the 
meeting “Statistical and Human 
Phases Electrical Robert 
Fiske, Pittsburgh Reflector Co., 
Pittsburgh, Pa., will speak “Cash 
Discount.” 

The afternoon session will conclude 
with Open Forum discussion 
which all will expected par- 
ticipate. 


Textile 


hairman: Ely Callaway, Calla- 
way Mills, LaGrange, 
Chairman: William Betsch, Wil- 
liam Iselin Co., Inc., New York, 
Committee: Callaway, Jr., 
Crystal Springs 
Chickamauga, Ga.; Macy, In- 
dianapolis Glove Co., Indianapolis, 
Ind.; Pischel, Joshua Baily 
Co., New York, 


HAIRMAN CALLAWAY 

announces the program will open 
with address the Banker 
and Textile Credit Man Can 
Help Each Other,” speaker 
announced shortly; Callaway, 
Treasurer, Crystal Springs 
Bleachery, Inc., Chickamauga, Ga., 
will talk “Foreign Credit.” There 
will Open Forum during which 
subjects interests will put the 
audience members the Textile 
Industry Committee. 

Industry Luncheon scheduled 
for 12:30 which will followed 
address “What Will the 
Credit Situation the Textile Indus- 
try During the Next Twelve 
nounced. 


Confectionery Manufacturing 


Chairman: Miss Austin, 
Thinshell Products, Inc., Chicago, 
linois. Vice-Chairmen: Mader, 


American Chicle Co., Long Island 
Weston, Ltd., Toronto, Ont., Canada. 
Committee: Miss Frances Sauer, 
Peerless Confection Co., Chicago, II- 
Sons Corp., Boston, Mass.; Miss 
Idelle American Chicle 
Co., San Francisco, Cal. 


ISS IRENE Chair- 

man, has designated 
Burke the presiding officer the 
morning session, and Mader 
will preside the afternoon. 

The program will include “Ro- 
mancing,” Allen Selby, The 
Chicago Daily News, Inc., Chicago, 
Department,” Gordon Smith, 
Curtiss Candy Co., Chicago, 
“Setting Credit Limits How and 
Weston, Ltd., Toronto, Ont., Canada. 

Miss Frances Sauer, Peerless 
Confection Co., Chicago, will 
make presentation “My Credit 
Association—What Expect From 
It,” and Garness, Milwaukee 
Association Credit Men, Milwau- 
kee, Wis., will present the other side 
the question “Your Credit Asso- 
ciation—What You 
From It.” 

There will Open Forum dis- 
cussion conducted Mader, 
American Chicle Co., Long Island 
City, Y., also talk “Increas- 
ing Credit Department Efficiency,” 


Food Products and Allied Lines 
Manufacturing 


Chairman: Frank Wheat, Fed- 
eral Match Sales Corp., New York, 
Chairman, National Food and 
Products Group the Na- 
tional Association Credit Men. 
Vice-Chairman: Carl Armstrong, 
Drackett Co., Cincinnati, Ohio. Vice- 
Chairman, National Food and Allied 
Products Group the National As- 
sociation Credit Men. 


HAIRMAN WHEAT 

that there will formal ad- 
dresses “Rights and Scope 
Creditors Committees Under Chapter 
Proceedings,” and “The Effect 
New Taxes Upon Credit Standing 
Our Customers.” 

There will Industry Lunch- 
eon followed Round Table Discus- 
sion Accounts Submitted Prior 
the Meeting. 44) 
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More Discount 


Comments Campaign Curb Chiselers 


send the questionnaire printed 

the April issue CREDIT AND 

FINANCIAL MANAGEMENT 
“What About Discount Chis- 
elers” presented Harold 
Kase Taylor Instrument Compa- 
nies, Rochester. The returns are 
being tabulated and the results will 
announced the Industry meet- 
ings the Credit Congress New 
Orleans. Chairmen such meetings 
can obtain copies the summary 
applying Roy Colliton who will 
direct charge the Industry 
meetings scheduled for all day 
Wednesday. 

the meantime the Editors are 
pleased present here several com- 
ments from readers about different 
phases these cash discount evils. 
these letters tell their own story 
present them without further 
comment 


From Tucker, Assistant 
Treasurer, Southern Coal Com- 
pany, Inc., Memphis, Tenn. 
HAVE read with interest the 

articles appearing recent is- 
sues CREDIT AND FINANCIAL 
MANAGEMENT the subject un- 
earned discounts, and since have 
just gone through baptism fire 
naturally interested any reme- 
dies that may suggested. 

“Our terms coal have always 
been net, with few exceptions. How- 
ever, with the advent the Bitum- 
inous Coal Act which became effec- 
tive October 1940, cash discounts 
were prohibited and while under this 
act still permissible allow cash 
discounts, order the scale 
prices must fixed sufficiently 
above the minimum that the allow- 
ance discounts will not result 
net cost under the minimum. 

“About year ago one our con- 
nections devised special type 
heating stove and became one 
their distributors. shipped these 
stoves all over the country during the 


Many readers took time out 
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first season and fixed the terms 
days, net days. The terms 
were typewritten the body every 
invoice. However, since last summer 
have had return from one 
fifteen remittances day because 
the deduction unearned discounts. 
felt the beginning, and still feel, 
that remittances should returned 
for correction rather than accepted 
the hope securing additional remit- 
tances for unearned discounts. 

“With very few exceptions have 
encountered trouble securing 
corrected remittances and this makes 
feel that the majority cases 
the customers were simply deducting 
discounts the hope that they would 
get away with it. The very fact that 
the majority the cases corrected 
remittances were received return 
mail clearly indicated that the custom- 
ers knew that they were wrong 
deducting discounts the first place. 
returning remittances for correc- 
tion expressed the usual opinion 
that the discount terms had been over- 
looked, and otherwise tried frame 
the letters manner that would 
cause the least offense. 


Sure You Are Right! 


addition the volume cor- 

respondence caused returning 
many remittances also had the 
problem checking each one these 
remittances carefully before returning 
them order determine there 
were any unusual circumstances. 
some cases our investigation showed 
that invoices were delayed and that 
event the discount was allowed the 
remittance was received within ten 
days from the date that invoices were 
actually mailed. 

“We marketed these stoves not 
only through coal dealers but through 
hardware and furniture merchants 
well and the great majority the 
discount offenders were hardware and 
furniture merchants. That naturally 
made wonder how the wholesalers 


these lines handled the problem 
unearned discount. some extent 
attributed this practice the fact 
that terms most stoves are some- 
what more liberal than ours and re- 
tail merchants may have reasoned that 
they were given liberal terms 
one stove that they should likewise 
receive liberal terms all other 
stoves. However, the Warm Morn- 
ing stove was designed primarily 
promote the use coal, and without 
any idea returning any large profit 
either the manufacturers the dis- 
tributors and for that reason was 
necessary that restrict the terms 
accordingly. 

“We had some that took violent 
exceptions our refusal allow un- 
earned discounts. some occasions 
was necessary for return the 
same remittance two three times. 
course some instances al- 
lowed the discounts after receiving 
satisfactory explanations 
customers but when good reason 
was advanced simply refused 
allow the discounts. 


10th Prox Causes Difficulty 


most common complaint 

was the part merchants 
the habit discounting all bills 
the 10th the month following the 
month which shipments were made. 
These merchants seemed feel that 
others permitted this practice that 
should so. However, those 
simply explained that our terms 
were days, net days, 
everyone and that could not dis- 
criminate against others allowing 
certain ones special privileges nor 
could allow everyone fix their 
own terms. 

had several that deducted dis- 
counts after invoices had been run- 
ning for five six months. And one 
merchant whose remittance was 
turned sent back with the 


explanation that they paid all their 


bills the 10th each month less 
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‘lowance cash discounts. 


the discount and that they felt that 


should meet their views. re- 
turned their remittance again with 
the usual and reply 
that letter received one that was 
really scorched around the edges. 

“They said inasmuch had 
taken the position refusing al- 
low the discount that they would not 
pay the account unti] they got good 
and ready and furthermore that one 
the stoves shipped them was not 
satisfactory and that would nec- 
essary for send representative 
with one their men call 
their customer who lived about 
twenty miles out the country. 
that wrote them that they had 
complaint make about the mer- 
chandise when they sent their remit- 
tance the first time and the second 
time that thought singular that 
they should then bring complaint 
and that hoped that they would 
consider the matter reasonable 
light and pay the account. They fin- 
ally did pay after waiting some 
three months. Now this was well- 
to-do and highly rated concern. 


Why Have Cash Discounts? 


ANY other specific cases could 

cited but the problem not 
going solved until some pre- 
ventative has been planned. oth- 
ers have pointed out, refusing al- 
low unearned discounts not the 
answer. What all need means 
preventing the discounts from be- 
ing deducted improperly the first 
place. think the answer that 
abolishing cash discounts 
gether. Whether not such thing 
even remotely possible not 
know, but doubt it. 

“If the retail merchants would 
merely stop consider, they are gain- 
ing absolutely nothing through the al- 
one 
ever gets something for nothing, and 
they should understand that where 
cash discounts are allowed that suffi- 
cient amount has been added into the 
price the merchandise absorb the 
discounts. 

“To further illustrate this, one 
prominent coal field about ten years 
ago adopted the policy allowing 
discount for payments within ten 
days from the date shipment. 
offset the loss the entire field raised 
the price all sizes coal five cents 
the customer took the dis- 
the cost the shipper was 
about four cents per ton which left 
the shipper with extra profit one 
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cent per ton, and those that did 
not take the discount the shipper had 
the entire additional five cents per ton 
profit. Still, all sections where the 
coal from this field sold these ship- 
pers are pointed example 
fairness and generosity. They are 
indeed all high class shippers and are 
merely using their advantage 
common fallacy the part the 
retail trade that cash discounts are 
desirable.” 


From Lovelace, Credit Man- 
ager, The Frank Lee Com- 
pany, Danbury, Conn. 
HAVE been much interested 

the discussion your magazine 
ways and means combat the 
discount chiseling evil. 

“Mr. Fisk’s article the March 
issue particular interest because 
mentions one class offenders who 
are the hardest deal with—those 
firms who use club the fact that 
they are giving the manufacturer 
nice volume business. have 
few these. have reached 
with them the same impasseé, but 
since have been successful 
bringing many others into line 
have hopes ultimately reforming 
these offenders. 

“We try firm and tactful 
maintaining our stand, and get 
help from the salesmen because 
have created very friendly feeling 
between the sales and credit depart- 
ments. This has come about through 
talks the sales force sales meet- 
ings, assurance the sales manager 
and individual salesmen our desire 
cooperate, and our practice 
keeping the salesmen informed 
what are doing collect from 
slow accounts sending the sales- 
men concerned copies our letters. 

“In regard returning checks 
use discretion. frequently keep 
the checks and write for the amount 
deducted error. but the disposi- 
tion take unearned discount seems 
likely become habit return 
the check and ask that the correct 
amount remitted. others have 
said, the discount chiseler will with 
just long terms payment 
permit deduction other than true 
cash discount.” 


From Biar, Credit Man- 
ager, The Schoellkopf Co., 
Dallas, Texas 

questionnaire which appeared 
the April issue AND 
NANCIAL MANAGEMENT. From time 


time have taken note various 
articles written cash discount, and 
have had occasions repeatedly 
discuss this matter with fellow credit 
men various groups. Our line 
business rather varied sell 
number commodities that 
reach about every line trade that 
the merchandising business. 
have cash discount policy which 
all times try maintain with our 
customers and with very few excep- 
tions obtain the respect the cus- 
tomer toward our cash discount 
policy. 

“We not intend debate the 
issue with our customers where the 
occasion arises any other method 
than fairness and living the 
original agreement. Frequently will 
use this argument with customer: 


you have purchased special 
item from and the time pur- 
chase agreed pay $100.00 then 
would fair for you pay only 
$98.00 when you make settlement 


“In debating the issue entirely 
upon principle fairness find that’ 
very few will sufficiently stub- 
born not consider the cash dis- 
count from that angle. 


“The stock argument usually put 
most discount chiselers that 
other distributors manufacturers 
allow it, but such arguments can 
only meet with our own reservation 
opinion that the customer argu- 
ing his own favor and not 
even attempt answer him this 
reasoning, but merely stay line with 
our terms which were known him 
the time the purchase was made 
and his agreement either expressed 
implied comply with such terms 
and quotations. 

“As result are not unduly 
bothered with unfair cash discount de- 
ductions, and 90% the cases 
keep the check the customer 
are able collect the unjust cash dis- 
count deduction later, but such 
cases where customer becomes stub- 
born merely charge off, but 
when do, remind ourselves 
with little notation the ledger 
sheet return remittances, 
and such cases later return any 
checks which carry with cash dis- 
count deduction that cannot allow. 

“My personal observation has been 
that too many credit men will not as- 
sert themselves seriously and fail 
take into consideration that 99% 
the people want fair, and 
approached from (Cont’d 26) 
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Dangers 


Risks Too Large for Average Company 


frustrated time the effective- 

ness his own diligence, even- 

tually discovers the possibilities 
self-insurance. 
inspired economic necessity 
when available cash required for 
the production and sale merchan- 
they may born the very 
natural desire increase profit. 

Unfortunately, many 
confronted with the cold cost figures 
originate self-insurance plans with the 
carelessness and prodigality breed- 
ing rabbits. They look enviously 
insurance costs and decide elim- 
inate that item henceforth. 

insurance company can make profit 
insurance,” the buyer reflects 
“we can self-insure and keep that 
profit for our own company.” The 
assumption entirely erroneous but 
probably explains the origin 
many self-insurance plans, complete 
partial, now existence. 


The expense conscious executive, 


Affects Credit Status 


credit executive directly 

concerned with self-insurance be- 
cause confronted with almost 
daily when reviewing customers’ ac- 
counts. customer operates self- 
insurance program, the character 
the account considerably different 
from that firm purchasing com- 
mercial insurance. The credit exec- 
utive must sure that the self-insur- 
ance plan sound and that will 
safeguard values existing when 
account approved for credit. 

The principles outlined this ar- 
ticle will assist credit executives 
appraising the effectiveness self- 
insurance plans whether the customer 
endeavors insure all hazards inci- 
dental his business this manner 


selected number them. 


ject has secondary interest since 
many them are charged with the 
responsibility buying their own 
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His thoughts may 


JOHN BEAHN 


Insurance Counselor and Special 
Writer, Chicago 


firms’ insurance coverages. knowl- 
edge self-insurance principles will 
augment the credit executive’s gen- 
eral knowledge insurance. should 
particular interest any who 
are now self-insurers who are 
contemplating such move. 


Separate Funds Necessary 
SELF-INSURANCE plan must 


regarded insurance com- 
pany. Though part manufac- 
turing distributing organization, 
the plan must operated for- 
eign instrument. Simply 
“From now the firm will take care 
losses itself,” not establishing 
plan self-insurance; that company 
simply refusing insure. 

separate unit, the self-insur- 
ance plan must based actuarial 
findings are insurance companies. 
pre-requisite the plan should 
thorough knowledge the hazards 
for which the plan designed. 

This means that the probable fre- 
quency loss and possible severity 
loss from existing hazards must 
noted and catalogued. The owner 
thousand delivery trucks, for exam- 
ple, could determine with reasonable 
accuracy the average number 
damage claims filed against him 
one year. This would comprise the 
probable frequency loss. Similarly, 
could determine the average size 
these claims the probable sever- 
ity loss. 


How Measure Largest Claim? 


ERE would encounter diffi- 
culty, for self-insurance plan 
must also provide for the largest claim 
that might filed against the firm. 
What measure could used for this? 


His investigation might reveal that 
his trucks were involved 200 acci- 
dents annually which 150 resulted 
property damage claims while the 
other involved claims for personal 
injury. These figures would repre- 
sent the probable frequency loss. 
The average amount each claim 
paid result these accidents 
would be, course, matter sim- 
ple mathematics. 

also consider the maximum amount 
loss which might result 
dents. must determine the amount 
judgment that might awarded 
one person injured accident 
and the total amount judgments 
that might awarded against the 
firm any one year. 

Generally, the adaptability self- 
insurance declines the possible 
severity loss one accident 
the aggregate increases. 

This actuarial data provides 
basis for determining whether self- 
program would make any 
real contribution profit which, after 
all, the only justification for the 
plan. The firm that drops insurance 
because the expense and then es- 
tablishes system self-insurance 
that does not realize appreciable 
economies, gains nothing and would 
receive greater benefits from com- 
mercial insurance. This firm would 
simply assume, without compensa- 
tion, the responsibilities 
lems usually delegated the man- 
agement insurance company. 

Since the actual contribution 
profits can readily measured from 
comparative operating statements, the 
credit executive should look for this 
factor first when appraising the self- 
insurance plans customers. 


Proper Inspection Necessary 


PROFIT sole considera- 

tion, course. The self-insurance. 
plan must also encompass effective 
system inspection and loss 
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tion, and provide security comparable 
that commercial insurance. 

Self-insurance can justified, ac- 
cording proponents the system, 
the plan will operate satisfac- 
torily commercial insurance yet 
contribute profit by: 

(a) elemination commissions 
paid insurance companies 
agents 

(b) more economical supervision 
inspections, accident preven- 
tion work and administration 

(c) existence such low loss 
ratio that commercial insur- 
ance carriers cannot allow 
credit based the experience 
the individual firm. 

the plan operate satisfac- 
torily commercial insurance, sav- 
ing from any these sources pos- 
sible only when the total amount 
risk composed many relatively 
small units such firm employing 
10,000 workmen, self-insurance 
applied workmen’s compen- 
sation, firm owning 1000 small, 
scattered buildings self-insurance 
fire risks considered. 


Diversification Risks 


THIS diversification risks one 
the most important principles 
underlying all insurance. The losses 
paid any commercial insurance 
company must only small per- 
centage the amount property in- 
sured, and losses paid over period 
years must less than premiums 
collected. insurance 
companies, therefore, carefully regu- 
late underwriting that one risk 
represents more than fraction the 
total insured. The self-insurer must 
adopt the same principle. 
This the application the law 


average. Actuaries can forecast 


with astonishing accuracy the total 
amount loss number fatalities 
expected any one year from 
specified hazards 
trophic fires, epidemics and the like). 
The reason simply that, the 
number risk units increases, the 
number and severity accidents, ex- 
pressed percentages, tends 
stabilize. 

self-insurance plan assuming the 
fire insurance four $25,000 build- 
ings would constantly threatened 
because the loss one building, 25% 
the total insured, would amount 
conflagration loss. plan insuring 
one hundred $1,000 buildings would 


Credit and Financial Management. 


have greater chance success. Note 


that the total insured each case 
$100,000. 


Example Point 


NSUFFICIENT diversification 

risks was responsible for the 
ure self-insurance plan operated 
some years ago large public util- 
ity company. The plan had been 
operation far beyond the experimental 
period when explosion caused 
nearly thirty deaths, injuries more 
than hundred and several million 
dollars property damage. The in- 
surance reserve was insufficient for 
such catastrophe and required 
levy the general funds the cor- 
poration. This extreme exam- 
ple but used here illustrate the 
plan. 

Diversification risks imposes the 
necessity commercial insurance 
companies and self-insurers alike 
limit the amount any single haz- 
ard group related hazards. Risk 
units the self-insurer must very 
small, for the self-insurance plan 
really small insurance company but 
lacking sufficient financial strength 
absorb large losses. 

Assuming that risks are sufficiently 
diversified permit the substitution 
self-insurance for commercial in- 
surance, the self-insurer must then 
provide inspection and legal service 
comparable that the commercial 
carrier. 

This service feature practically 
prohibits self-insurance some haz- 
ards. Boilers, for example, usually are 
not self-insurable partly because 
insufficient diversification risk but 
also because inadequate inspection 


Where the Plan Fails 


HESE services which. absorb 

considerable percentage prem- 
iums are justified the reduced 
number accidents sustained 
policyholders and reduction the 
losses paid the carrier. self- 
insurance fund must spend one 
year for defense against liability 
claims twice the premium ordinarily 
paid for complete protection, the plan 
has failed. 

Insurance service the answer 
the man tempted the thought that 
the insurance company realizes 
profit his insurance. The cost 
insurance inspections distributed 
among many companies. usually 


more efficient and certainly more 
economical. 

Probably the most difficult require- 
ment for self-insurer that 
adequate reserve for losses. the 
plan something more than 
excuse for not buying commercial in- 
surance, liquid reserve must 


_established exclusively for the settle- 


ment losses. That reserve must 
sufficiently large permit pay- 
ment any time damage claims 
replacement destroyed property 
according the types risks self- 
insured. 

Whatever hazards are self-insured, 
claim settlements may not delayed. 
new tool shed after fire may not re- 
quire immediate action, but claim set- 
tlements with persons other com- 
panies cannot postponed. The loss 
good will and business would 
cost far more than any saving realized 
through the self-insurance program. 
the amount loss serious, in- 
solvency the firm may result. 


the Reserve Large Enough? 


customer’s business another in- 
dication the credit executive 
self-insurance efficiency. should 
satisfied that the reserve suff- 
ciently large and immediately avail- 
able. 

The foregoing may have already 
shown the need for insurance 
manager supervise the plan and 
buy proper insurance coverages for 
hazards which are insured with 
commercial carriers. This insurance 
manager would necessarily man 
long and varied insurance experi- 
ence. would required know 
something actuarial data, under- 
writing, reserves, inspection service, 
legal service and other features in- 
surance. addition, would need 
thorough knowledge all lines 
casualty and property insurance. 

These requirements have eliminated 
the majority business firms. For 
them, self-insurance would ex- 
travagant luxury serving useful 
purpose since commercial insurance 
would supply protection and various 
services cost far lower than could 
the individual firms for themselves. 

number still remain who, accord- 
ing the principles outlined, could 
adopt system self-insurance. 

There another test: Would the 
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Why Business Failures? 


conception that failure embraces re- 
ceivership and bankruptcy some 
other form legal assistance. But 
this reality represents the final 
stage failure. Economic Finan- 
cial Failure may have existed for 
some time, finally culminating 
Legal Failure Insolvency. 

Some enterprises are born dead! 
The enterprise which manages earn 
barely enough remain solvent with- 
out providing for depreciation, amor- 
tization, and fair return its em- 
ployees well its owners, 
broad sense, business’ failure. 
The corporation which manages 
business only accumulating 
worthless receivables and substantial 
book deficits Economic Fi- 
nancial Failure and due course may 
become Legal Failure. other 
words, actual suspension business 
activity with without losses 
creditors may represent, and often 
does, the culmination condition 
economic and financial failure 
which has been existence for many 
years. Business and corporate fail- 
ure may exist almost immediately 
upon the initial organization 
enterprise, and may continue for 
years before the business actually 
placed receivership forced into 
bankruptcy. Thus the true concept 
failure necessarily much broader 
scope than commonly conceived. 
The popular idea failure too fre- 
quently confines itself solely the 
legal aspects the problem. 

order understand intelligent- 
the failure problem necessary 
extend the definition and concep- 
tion failure include the economic 
and financial phases. Consequently, 
any complete definition business 
failure must cover the problem its 
three distinct stages: (1) Economic 
Failure; (2) Financial Failure; and 
(3) Legal Failure Insolvency. 


Economic Failure 


Failure does not re- 

quire the suspension business 
activities nor does imply that losses 
creditors will involved; neither 
does mean the inability meet debt 
payments maturity that capital 
impaired. regards corpora- 
tion business enterprise failure 
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its activities fail satisfy eco- 
nomic demand, when may 
definitely determined that profits 
offer inadequate compensation for the 
business risks assumed. frequently 
exists time when all outward 
appearance the enterprise active 
and supposedly profitable concern. 
This type failure may likened 
the disease cancer represents 
condition which its earliest stages 
sows the seeds ultimate difficulties. 
Unless detected and corrected leads 
conditions which the corporation 
may later become financial failure 
and finally confirmed legal insol- 
vent. understanding this eco- 
nomic concept failure represents 
the first step the furtherance any 
successful corporate reorganization 
and reconstruction. 


Financial Failure 


FINANCIAL failure contrast 
economic failure represents 
condition which losses are the rule 
the day and working capital be- 
comes impaired. Such conditions are 
typical the second stage failure. 
financial failure there evidence 
inability achieve the standards 
financial performance which the 
creditors, owners, and the public gen- 
erally measure the success busi- 
ness enterprise. This stage failure 
evidenced inadequacy earn- 
ings, weakness working capital 
position, lack harmonious relation- 
ships between employer and em- 
ployee, price cutting and weak trade 
position, losses and the impairment 
goodwill and trade standing. 
enterprise unable show profitable 
operations well sound working 
capital position may regarded 
financial failure. The line de- 
marcation between the economic fail- 
ure and financial failure difficult 
draw. may best illustrated 
enterprise which with continued 
poor earnings steadily loses ground. 
Passing through the stage economic 
failure, its working capital position 
becomes progressively weaker. 
ternal labor and management 
culties addition may further im- 
pair its credit standing and trade 
position. 
financial failure its later stages 
working capital. Such enterprise, 


however, may solvent terms 
legal technicalities and any condition 
financial embarrassment inade- 
quate earning power may only 
temporary character. However, 
unless the underlying failure tenden- 
cies, operating first the form 
economic failure and later the form 
financial failure, are definitely cor- 
rected, the enterprise must neces- 
sity proceed the third stage, name- 
ly, that Legal Failure 
vency. 


Legal Failure 


third stage failure, namely, 
legal failure, has been defined 
under the Federal Bankruptcy Act 
state insolvency, “when the 
aggregate the property ata 
fair valuation, not sufficient 
amount pay debts.” This legal 
concept failure assumes that 
enterprise has failed until has been 
forced into legal settlement its 
affairs. obvious, however, that 
enterprise might have been 
economic and financial failure for 
many years while still remaining le- 
gally solvent. Legislators, draft- 
ing the amendments 
ruptcy act 1933 and 1934 recog- 
nized for the first time Economic and 
Financial Failure, differentiated 
from Legal Failure. These modifica- 
tions the law provide that “the cor- 
poration, insolvent, unable 
its debts they mature, may 
petition the court effect plan 
reorganization desires.” The 
plan reorganization “may include 
provisions for modifying altering 
the rights creditors and stockhold- 
ers.” This procedure for the treat- 
ment failure its earlier stages 
represents important forward step 
the solution the bankruptcy and 
business failure problem. The legisla- 
tion embodied such acts the 
Corporate Bankruptcy Act, Section 
77B and later Chapters and 11, 
has combined the fundamental 
tion between economic 
failure the one hand and legal 
failure and insolvency the other. 
Financial failure may 
preted mean that enterprise 
encumbered with debt, beset with 
urgent claims and demands, and un- 
able, going concern, meet its 
pecuniary engagements the normal 
course business. However, this 
may not involve state insolvency 
but only unhealthy financial and 
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business condition evidenced 


sick hearing that word!” 


weak current position, which, rec- 
ognized and corrected, may re- 
lieved without recourse receiver- 
ship bankruptcy. However, this Okay, Mr. Sykes—let 
condition the result fundamental something about 
failure tendencies, additional credit 
capital bolster the working cap- 
ital position will not definitely pre- 
vent ultimate failure and insolvency. 
continued state financial failure 
leads Legal Failure and insolvency 
unless the fundamental difficulties are 
ganization measures. While rush orders keeping the 
amendments the bankruptcy act going three shifts. But 
represent definite contribution can’t put the office force 
the treatment the failure problem, shifts! Work piles and everyone 
they not constitute “cure-all” for getting tense under the strain. 
those enterprises which are hopeless 
unfortunate although You’re swamped...like everybody else. 
gal sary from legal point view that Look your secretary. While you’ve been 
the words insolvent were insert- dictating her, her other work has 
this legislation causing piled up. And now she has type all the 
sion the fundamental distinction dictation you’ve just given her. 
hat between economic and financial fail- 
ruptcy. This linking legal 
aft- measures for Reorganization and Ar- Office Manager, feel responsible for 
nk- rangement the treatment finan- both you—your health and the vital work 
cial difficulties with the basic law you do...so I’m taking the liberty break- 
bankruptcy and insolvency was ing the...excuse me...work jam... 
doubt necessary order insure the 
constitutionality the new approach 
nay through Article Section provides ...of doing duty ordering Dicta- 
Congress and the Federal government phone for you try. You can give this 
The with power establish uniform laws modern dictating machine all your 
the subject bankruptcies. The dictation—letters, notes, memos, speeches, 
history well known paper com- anything—without calling Miss Blake from 
pany affords excellent example the important work she does for you. 
the misuse this reorganization leg- 
person dictation, you expedite the flow 
tion work for everybody and break that—beg 
The company has failed pardon—that BOTTLENECK! 
pay single cash dividend its com- 
egal tion June 30, 1899, the present you are hearing too much about bottlenecks your own why not try 
her. time. The company effected ex- Dictaphone and see how this modern dictating machine effectively breaks work jams. 
tension maturing indebtedness 
with tober 1923, and was subsequently DICTAPHONE CORPORATION, 420 Lexington Ave., 


Canada: Dictaphone Corp. Ltd., Richmond St., W., Toronto 


reorganized 1927 foreclosure should like see the Dictaphone movie, office 


and sale ies. anyway?” showing how bottlenecks can eliminated. 
its operties Again late should like try Dietaphone Cameo Dictating Machine 
1928 was forced recapitalize and own office without obligation. 
which said Trade-Mark is Applied. 
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first mortgage bond interest and 
the directors subsequently filed peti- 
tion reorganize under Section 77B. 
January, 1937, the third successor 
the original company was incor- 
porated pursuant the plan reor- 
ganization under Section 77B the 
Bankruptcy Act the 
Paper Corporation Delaware. 
substantial amount cash was raised 
through oversubscription the 
new corporation’s bonds. About 
year later the Corporation failed 
pay the interest these bonds and 
the enterprise “at forty” was ready 
for its fourth reorganization and 
date has avoided liquidation which 
probably has been deferred too long! 
evident from the foregoing 
brief analysis that there never has 
been comprehensive correction 
the fundamental causes failure. 
various times during the forty year 
history this company the working 
capital position has been bolstered 
stockholders, bondholders and other 
creditors who have repeatedly thrown 
money” after “bad.” 


Degrees Legal Failure 


enterprise enters the first de- 

gree legal failure when its 
liabilities exceed its assets. this 
point, surplus and capital have been 
wiped out and legal steps the form 
receivership bankruptcy must 
taken voluntarily involuntarily. 
this point there usually deficit 
working capital, assets are insuffi- 
cient cover total debt, net worth 
long since having been wiped out. 
However, economic and competitive 
possibilities still afford opportun- 
ity utilize both the tangible and 
intangible assets the enterprise 
reorganized realistic and sound 
basis. This stage may designated 
one Reorganizable Insolvency. 
Successful reorganization and reha- 
bilitation enterprises under these 
conditions requires 
down possibly complete elim- 
ination debt, substantial invest- 
ments new capital, and generally 
new management. 

The final stage legal failure 
Confirmed Insolvency. con- 
dition hopeless bankruptcy, 
which successful reorganization pos- 
sibilities are remote. Assets this 
point are doubtful realizable value 
going concern, trade standing 
and goodwill have disappeared, and 
new capital can raised only 
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intentional unintentional overstate- 
ment assets and probable future 
earnings. When this stage has been 
reached, reason instead sentiment 
should dictate honest and inex- 
pensive liquidation the assets, with 
fair distribution the proceeds 
creditors spite the fact that 
“hope springs eternal the human 
breast.” Failure recognize con- 
dition confirmed insolvency ulti- 
mately responsible for 
creditors receiving distribution not 
more than cents the dollar, 
owners’ and stockholders’ equity hav- 
ing been completely wiped out! 
this stage recognized 
gently acted upon early enough, 
conceivable that the losses business 
failure would reduced materially 
and substantial progress could 
made the solution the failure 
problem. 


Excuses vs. Causes Business 
Failure 


promotion and incompetent man- 
agement are basic causes business 
failure. study the more detailed 
and specific causes failure from 
almost any angle invariably termin- 
ates the doorstep management 
whether the initial promotion 
subsequent operations. com- 
prehensive list typical causes 
business failure presented 
page 29. Those responsible for the 
enterprise the time promotion, 
reorganization, for the ensuing 
administration its affairs have 
failed refused recognize the 
weaknesses inherent the enterprise 
and its industry. Fundamental 
the successful treatment the failure 
problem recognition the basic 
causes financial difficulties. Pro- 
moters and their banking representa- 
tives may unwilling incapable 
recognizing the inherent weak- 
nesses their promotion while suc- 
cessor managements may unable 
well refuse recognize and 
correct their own shortcomings. Thus 
when failure strikes, excuses are 
offered rather than admissions the 
true causes financial difficulties. 
favorite excuse for failure “the lack 
working capital.” This represents 
the result and general business situa- 
tion, the occasion rather than the real 
causes failure. Too frequently 
superficial statements this charac- 
ter are used conceal the shortcom- 
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ings management. General busi- 
ness conditions from 1929 1933 
were not the sole cause for the lack 
working capital eften inti- 
mated. Such business conditions were 
common all enterprises that time 
and merely tested management’s ca- 
pacity and ability meet them. The 
“strong” survived and the “weak” 
failed. Lack working capital re- 
sults from the failure the part 
management anticipate and cor- 
conditions arising from changes 
the business cycle and illustrative 
the most common excuse for fail- 
ure. The real cause incompetent 
management lacking vision and fore- 
sight. 

Occasionally the real causes 
failure are recognized. the Servel 
Corporation plan reorganization 
dated September 27, 1927, the re- 
ceiver stated that: 


“It had been attempted develop 
Servel much too rapidly—quantity 
production had been engaged dur- 
ing period when the first object 
the corporation should have been 
sell perfect product. The rapid ex- 
pansion the business resulted 
1926 wave failures the 
product operation and tremen- 
dous volume returned compressor 
type refrigerators.” 

“The involved corporate structure 
required bookkeeping and overhead 
expenses otherwise unnecessary. Con- 
tracts had been made which imposed 
upon the company expenditures un- 
necessarily large. Costs manufac- 
ture were unnecessarily high, and 
efficient selling and service organiza- 
tion had not been built up. the 
working capital which had been pro- 
vided had almost entirely disappeared 
April, 1927, notwithstanding sales 
encouraging aggregate during 
the months May and June, 1927, 
receivership was inevitable.” 

evident that the receiver dis- 
covered the fundamental causes 
failure, namely, incompetent 
management, and second, lack 
sound financial plan arising from poor 
promotion. 


conclusion, evident that 
the basic causes failure are recog- 
nizable and the case Servel 
they were successfully corrected 
that today, and even through the de- 


pression 1929-1933, this 


may well serve model sound 
reorganization. 
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Dangers Lurking 
Self Insurance 


fr. 17)insurance affect the 
credit position the firm with trade 
creditors the bank? Obviously, the 
attitude creditors would ex- 
tremely important. 


Self-Insurer Defensive 


RADE creditors may have 

abiding faith the insurance 
companies and little more than sus- 
picion self-insurance. the cred- 
itor large larger than the 
debtor, the debtor may have difficulty 
securing adequate line credit. 
Likewise, the banker may cour- 
teous but hesitant about 
tions. Smaller firms should espe- 
cially cautious, for creditors may sus- 
pect that the self-insurance program 
simply device for avoiding pay- 
ment insurance premiums rather 
than independent measure existing 
its own merit. 

credit executive seeking infor- 
mation from other creditors might 
properly ask their opinion cus- 
tomer’s self-insurance plan. replies 
indicated vigilant attitude, the de- 
sirability the account would 

Incidents the past give creditors 
good reason for suspicion. For some 
years large and successful pharma- 
ceutical manufacturer had operated 
alleged self-insurance plan covering 
practically all hazards the business 
except fire. mistake the prepara- 
tion one product resulted 
many deaths and liability claims that 
the firm has barely avoided the bank- 
ruptcy court ever since. million 
dollar high credit rating has given 
way listed but not rated status. 


Provide for Catastrophes 


great corporations are more 

fortunate than smaller firms. 
such companies Chrysler, General 
Motors DuPont institute self-in- 
surance programs, trade creditors and 
bankers are inclined regard the 
plan another innovation similar 
those which have contributed the 
growth the firm. Such the privi- 
lege greatness. 

But even the great corporations 
cannot safely dispense with all com- 
mercial insurance and substitute self- 
insurance. The service feature would 
one impediment, (Cont’d 31) 
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Meet Hollywood’s Number creative man—KING Director- 


Producer for MGM found Mr. Vidor discussing with script 
from “COMRADE spy-thriller starring CLARK 
GABLE and HEDY LAMARR. 


The projection room where waste footage cut, each scene edited, action speeded. 
Many Academy awards are actually won here. Mr. Vidor dictates every direction, 
note, detail his Ediphone. They’re recorded quickly, accurately, even with inflections. 


director 
im- 


Here’s King Vidor recording scenes and 
dialogue from best-seller, 
Why don’t you discover how much for MGM. Here again, 
more you can ina working day saves valuable time, steps efficiency. 
with the Edison Voicewriter? 

“overtime,” either, when you keep 


Ediphone home (as Mr. Vidor does). EDISON 

And your secretary will thank you EWRIT 
when you phone “Ediphone,” your 

city, write Dept.CF5, (address below) hon 


for demonstration. 
Visit The Ediphone Exhibit—NACM Credit Congress, Jung Hotel, New Orleans 
Thomas Edison, Inc., West Orange, Thomas Edison Ltd., 610 Bay St., Toronto 
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Faculty Summer 


for the Summer Institute Credit 

Management, held Bab- 

son Institute, just short distance 
from Boston, August 23rd. 

The Association’s new venture 
professional education was assured 
success the number reservations 
filed immediately after Mr. 
Heimann’s announcement 
his Monthly Letter. The re- 
sponse the first announce- 
ment was such that publicity 
the Summer Institute 
Credit Management was pur- 
posely kept down mini- 
mum avoid overregistration. 
However, the availability 
additional housing facilities 
nearby Wellesley College has 
made possible take addi- 
tional registrations. 

The Educational Committee 
the Association and the staff 
the Babson Institute 
Business Administration have 
developed attractive cur- 
riculum and selected excel- 
lent faculty. 

who attend the Summer Insti- 
tute will associating with 
other progressive members 
the credit profession from 
every part the country, ex- 
changing ideas and problems, 
developing life-long friendships 
and broadening their circle 
acquaintances. They will study 
and discuss problems vital 
their daily work under the 
tutelage faculty composed noted 
lecturers and teachers. They will live 
for two weeks modern dormitories 
spacious campus nestled the 
pine covered hills one the beauty 
spots old New England. 


are rapidly taking shape 


Recreational Facilities 


VERY recreational facility pro- 
vided the immediate environs 
the campus. Golf available close 
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entered the Army 


the grounds, tennis and badminton 
courts and baseball diamonds the 
campus, swimming nearby valley 
lakes and pools, horseback riding 
through sylvan trails, interesting 
hikes through thickly wooded hills, 
and sight-seeing through country- 
side rich colonial history. Boston, 


ence. 


twenty minute drive from Babson 
Park can seen from the highest 
point the campus. 

President Carl Smith Babson 
Institute has announced the following 
staff lecturers and teachers for the 
Summer Institute Credit Manage- 
ment 


Dr. Sprague, Professor 
Law and Economics, Harvard Uni- 
versity, Economics Money and 


Professor McLaugh- 
lin best known 
credit circles for his 
excellent work 
member the Nation- 
Bankruptcy Confer- 
Those the 
Conference who worked 
with him closely un- 
hesitatingly nominated 
and recommended him 
first choice teach 
the Summer Institute’s 
course Legal Aspects Credit Man- 
agement. 

Professor McLaughlin received his 
1912, and was honored election Phi 
Beta Kappa. 


taught High School and coached 
athletics Bay City, Michigan, 1912- 
1913, then entered Harvard Law School 
and received his 
practiced law for one year Chicago and 
1917 serving Cap- 
tain, 333rd Heavy Artillery through 1919. 

Professor McLaughlin was editor 
cases the Federal Anti-Trust Laws 
the United States, and has contributed 
many articles the Harvard Law Review 
and other legal periodicals. 


1916. 


Credit. 

Dr. James McLaughlin, Pro- 
fessor Law, Harvard University, 
and member the National 
Conference, Legal Aspects 
Credit Management. 

Eugene Benge, Industrial En- 
gineer, Psychology for Executives. 

Louis Starkweather, As- 
sociate Professor Finance, 
Graduate School Business 
Administration, New York 
University, Problems Credit 
Management. 

Lafayette Quinn, Babson 
Reports, Inc., Business Cycles 
and Economic Stability. 

Professor John Millea, 
Babson Institute, Business Or- 
ganization and Policies. 

Professor Andrew Petersen, 
Babson Institute, Analysis 
Financial Statements. 


Morning Assemblies 
Important 


the important and 
beneficial features the 

Summer Institute will the 
morning assemblies scheduled 
for the first hour each 
day’s program. All the 
registrants will attend these 
assemblies. For the first half 
hour one more experts will 
give talks the day’s subject. 
For the second half hour the 
students will hold open 
forum and present any ques- 
tions pertaining the subject 
under discussion the experts 
the rostrum. Among the subjects 
being considered the committee 
charge plans for the Summer 
stitute for these morning assemblies 
are: 

The Defense Program and Its 
Effect Credit Management. 

Foreign Trade and Credit 
War Economy. 


Sources Credit Information, 


The Problem and Its Solution. 
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vations. 


Recent Developments under the 
National Bankruptcy Act. 

Changes Consumer Credit 
and Their Effects Commercial 
Credit. 

The Balance Sheet the Fu- 
ture. 

Bank Credit and Its Relation- 
ship Commercial Credit. 

Recent Trends Credit Terms. 

Trends Distribution and 
Their Effects Credit. 

10. Personnel Problems and Train- 
ing for the Credit Profession. 


Forums the Evening 


PROGRAM informal forums 

the early evening immediate- 
after dinner also being arranged. 
President Smith reports that nation- 
ally known business men and indus- 
trial leaders will participate with 
short talks, posing the question for 
discussion. 

expected that course outlines 
and reference readings will avail- 
able advance the session that 
those who wish may some prepara- 
tory studying. 

far one hundred and twenty-five 
reservations for registrations have 
been received from credit executives 
representing every part the United 
States. Twenty the registrants 
have indicated that one more mem- 
bers their families will accompany 
them. Special arrangements have been 
been made for those desiring bring 
their wives Babson Park. The 
wives the Babson faculty promise 
interesting program entertain- 
ment and sight-seeing for the ladies. 

Registration forms will sent 
during the latter part May early 
June those who have made reser- 
courses those who have made 
reservations has made possible 
arrange course schedule with 
minimum conflict. Most the 
courses will conducted sections. 
The cost $75. for the two weeks 
includes room, board and_ tuition. 
Room and board for wives will 
$50. for the period. For Bostonians 
and others who plan live off cam- 
pus the rate will $55. which in- 
cludes tuition, lunch and dinner, 

President Smith has been scheduled 
the program the Credit Con- 


further plans the Insti- 
tute. 
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CREDIT LOSSES STRIKE 


Like 


Business casualties occur suddenly and unpredictably. They disturb 
you very little until financial thunderbolt sends your own business 
world crashing about your head. 


Your credit manager, faced with losses, does not deserve censure. 
His decisions must rest available facts, customers’ past records, 
current ratings, credit reports. not know every fact about 
the present. Certainly can’t read the future. Prudent executives 
provide against unexpected credit losses covering all sales with 


AMERICAN CREDIT INSURANCE 


Ample protection, reasonable cost, needed alike 
dollar” firms who may think that they can “afford” have losses, 
and smaller manufacturers and jobbers whom few defaulting 
customers spell tragedy. 


There’s American Credit Insurance Policy specifically designed 
for your requirements. For additional information and your free copy 

interesting chart showing 
general business conditions during 
the past century, address Dept. 


AMERICAN CREDIT INDEMNITY 
COMPANY NEW YORK 


First National Bank Building, Baltimore 
McFadden, President 


OFFICES PRINCIPAL CITIES 
UNITED STATES AND CANADA 
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Select Your 
Insurance Carrier 


With Care 


selecting your insur- 
ance carrier you should 
consider 


(1) The history the 
company 
will reveal its record 
loss-paying and demon- 
strate that its resources 
have been tested time. 


(2) The character its 
management which 
reflected its dealings 
with its assureds, and 


(3) and most important, 
the competence its 
-local agents. 


The Northern 


Assurance Meets These 
Requirements 


The Northern Assurance 
Co., Ltd., its 105th 
year operation. The 
character its manage- 
ment attested the 
continuing success its 
policyholder relationships. 


The Local Agents the 
Northern Assurance Com- 
pany are trained and com- 
petent advise you 
insurance 
problems. 


There Northern 
Agent Your Locality. 
Will Supply His 
Name and Address upon 
Request. 


NORTHERN 


ASSURANCE CO., LTD. 
135 William St., New York 


Chicago San Francisco 


FIRE 
INSURANCE 
AND 

ALLIED LINES 


More About Diseount 
Troubles With Chiselers 


fr. 15) that angle they will 
find favorable response.” 


From Forst, Treasurer, Re- 
finance Corporation, Factors, 
Los Angeles 


time ago wrote you 

with reference article that 
appeared your very excellent mag- 
azine and were very happy 
note that excerpts our letter were 
used subsequent issue. have 
just finished reading the current 
issue the very excellent article 
Mr. Harold Kase. paragraph 
after paragraph Mr. Kase has hit the 
nail the head far are 
concerned, and are whole-hearted- 
with him. get some very nasty 
letters this office response 
some that write which are 
tactless enough call spade 
spade. 

“Herewith you will find form 
that use for sending back every 
check which excessive discounts 
anticipation deducted, and an- 
ticipation one the greatest evils 
count for the big fellows, whereas an- 
ticipation was originally intended 
open credit lines for the little fel- 
lows through the medium giving 
him extra discount for paying his 
bills ahead time that greater 
credit might extended him; the 
big fellows are the ones who are 
really taking advantage and in- 
sisting that they must have the right 
pay ahead time and for doing 
are entitled extra discount. 

“We enclose herewith the coupon 
accompanying Mr. Kase’s 
While are not purveyors mer- 
chandise carry the accounts for 
the delivery merchandise great 
many lines. are certainly fa- 
vor some concerted action the 
matter.” 


From Carlson, Credit Man- 
ager, Crowe Name Plate and 
Manufacturing Co., Chicago 


“The article Harold Kase 
your current issue, ‘Join-up Against 
was most interesting 
read, particularly view our com- 
pany having changed their terms from 
10th and 25th, net days, 
Net Days, effective January 


“All what Mr. Kase presented 
very true—there lot talk and 
written matter the subject, but 
nothing much done about it. 

“The writer thought you would 
interested knowing that DID 
something about it, and seems 
working out quite successfully, 
yet, still little early reach 
definite conclusions the effect 
the change-over, but there have not 
been any serious disturbances. 

“The writer accord with the 
campaign you have mind, and hopes 
that some concerted action will take 
place result.” 


From Martin, Momsen- 
Dunnegan-Ryan Company, 
Paso, Texas 

“Mr. Kase’s article about discount 
chiseling the April number sounds 
encouraging. Most the other ar- 
ticles this subject have been char- 
acterized great deal theorizing 
and presenting policies which are 
fitted only very special conditions. 

“In the field wholesaling staple 
commodities, the abuses cash dis- 
count terms has become particularly 
troublesome. The principal difficulty 
lies the fact that the stretching 
terms has become competitive fea- 
ture: ‘If you don’t allow that item 
cash discount, lose his trade. 
Our competitors are much more lib- 
eral with cash discount.’ 

enclose questionnaire, which 
you will note have checked all three 
methods mentioned question 
use them all occasionally, depending 
the nature the particular in- 
stance hand. 

suggest that full discussion 
this subject placed upon the pro- 
gram every group meeting the 
National Credit Congress. This 
course refers industries which 
the allowance cash discount 
standard practice.” 


From Alan Freedman, Credit 
Manager, Wile Co., 
Buffalo 

are enclosing questionnaire 
which was printed the latest issue 
AND FINANCIAL MANAGE- 
MENT. answer question eleven, 
our policy discount all supply 
invoices the tenth the month 
following shipment. Woolen invoices 
are paid the day due according 
the invoice date. 

pay our supply invoices the 
tenth the month following since 
order numerous small items daily 
May, 1941 
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and very inconvenient for 
checks daily. For instance, 
order each day from our wholesale 
hardware supplier small items which 
may only total dollar two. 
were discount these invoices 
ten day basis would neces- 
sary for mail small checks each 
day during the month. therefore 
have made arrangements with them 
and with our other suppliers pay 
the tenth the following month, 
with the privilege discounting. 
instances where our suppliers object 
this procedure pay the tenth 
the following month net basis. 

reply question No. 12, the 
writer purchasing agent well 
credit manager and therefore cer- 
tain that this policy conformed to. 

The writer feels that discount chis- 
the clothing industry due 
lack organization credit man- 
agers. are unable enforce dis- 
counts because our competitors 
not enforce and stand lose 
the account insist payment 
within our terms. This course 
applies only small percentage 
our customers. would willing 
enforce payment our competitors 
would likewise and thereby insure 
against loss the accounts in- 
volved. 


From Ewell, Rochester 
Lead Works 

all the many worthwhile articles 
which have appeared, think that 
Harold Kase’s discount 
ers” one the best because 
well developed plea for action. 

Not only see the practice 
increasing alarming rate, but 
even leading manufacturers vari- 
ous industries giving more liberal dis- 
count terms competition for the 
customers cash. This quite apt 
true with the low profit margin, 
large volume industries, where can 
least afforded. 

Can not make initial move 
against this sort thing Na- 
tional Organization? Once the trend 
was reversed would rapidly gain 
support, because everyone suffers 
from such practices. 

Association spend time, 
effort and money Tax legislation 
which course increasing im- 
supporting such action Harold 
suggests, business and industry could 
save operating expense each year 
offset the increasing tax 
burden which must anticipate? 
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uick decisions 
quick action 


Less than smoking factory chimneys 
less dramatic than moving production lines—less 
the public the accounting that expedites and 
controls vast expansion the national production 


program. But this accounting none the less vital. 


Quick decisions affecting orders, materials, produc- 
tion and shipments can made when executives 
have figures while they are news, not history. 
specifications, estimates and commitments 


backed accurate figures get action. 


Today for fifty years business 
and industry rely upon Burroughs machines for the 


essential control figures. 


BURROUGHS ADDING MACHINE COMPANY 
6422 Second Avenue, Detroit, Michigan 


rroughs 


THE WORK LESS TIME WITH LESS LESS COST 
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Defense 


Interest Those Seeking Contracts 


ciation has continued its activity 

connection with the tendency 

waive the requirement pay- 
ment bonds certain types de- 
fense contracts. That activity has 
involved the presentation Congres- 
sional committees and members 
Congress the Association’s views 
concerning the need for payment 
bonds, similar discussions with de- 
fense program officials, and confer- 
ences with groups companies 
the building supply field which are 
alarmed over the situation. 

This work has resulted focusing 
attention the creditor interest 
the matter and emphasizing the fact 
that the elimination the payment 
bond involves much more than the 
mere saving bond premiums the 
Government. 


During the past month, the Asso- 


The Payment Bond Situation 


all its activities this situa- 
tion, the Association 
guided not only the desire pro- 
tect members who may adversely 
affected the absence bond but 
sincere desire cooperate the 
defense program and find reasonable 
solution the problem. 

The belief still persists among some 
officials Washington that the re- 
quirement receipts from prime con- 
tractors cost-plus-fixed-fee con- 
tracts adequate substitute for 
the protection afforded the pay- 
ment bond. That would true only 
the Government required the prime 
contractor produce evidence pay- 
ment for all purchases made under 
the contract, not only the prime 
contractor but the sub-contractors 
and all other parties concerned. 

moment’s reflection will indicate 
the virtual impossibility doing that 
or, least, doing without caus- 
ing long delay disbursing the 
contractor. Some Government offi- 
cials contend being done but one 
may pardoned for skepticism about 
its being done general rule. 
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The encouraging aspect the sit- 
uation the fact that the problem 
now being studied from all points 
view and not the somewhat one- 
sided manner consideration which 
therefore, that reasonable solution 
will found soon. 

every manufacturer and whole- 
saler the building supply field, who 
either material supplier under 
defense contract who might expect 
receive order for material and 
who believes the need for the pay- 
ment bond, would express that belief 
letters Washington, very ef- 
fective demonstration the interest 
business men this situation 
should sent your representatives 
Congress, the Secretary the 
Navy, the Secretary War, and Mr. 
Donald Nelson, Director Pur- 
chases, Office Production Manage- 
ment, Washington. 


Defense Housing Projects 


recent increase housing 

projects provide living accom- 
modations for workers defense 
projects has raised number ques- 
tions among our members concerning 
those projects. 

While the situation state 
working out along the following 

There distinction between the 
so-called “defense housing jobs” and 
the projects the War and Navy 
Departments provide accommoda- 
tions for officers and enlisted men. 
The former projects are accommo- 
date defense workers communities 
whose normal housing facilities are 
inadequate. They are similar the 
typical low-cost housing projects 
the United States Housing Authority 
and, fact, are handled that 
Authority. 

Most the housing projects the 
War and Navy Departments are be- 
ing constructed cost-plus-fixed- 


fee basis and under laws which per- 
mit the waiver the Miller Act pay- 
ment bond. the general practice 
waive the requirement pay- 
ment bond from the principal con- 
tractor these jobs. projects 
handled the Quartermaster Corps 
the Army, however, sub-contracts 
which are awarded lump-sum 
basis and are excess $3,000 must 
covered payment bond pro- 
vided the sub-contractor. 
Disbursements all these cost- 
plus-fixed-fee contracts are made 
the principal contractor accordance 
with receipts supplied the contrac- 
tor and evidencing payments made 
sub-contractors. War and Navy De- 
partment officials also state that ef- 
forts are made obtain receipts 
covering all purchases made under the 
contracts, but not known how 
extensively that being done. 


Cost-Plus-Fixed-Fee Projects 


defense housing projects 

the which are being 
constructed under recent Congres- 
sional legislation are covered the 
Miller Act and payment bonds are 
being required from the principal con- 
tractor. understood, however, 
that connection with contracts 
awarded cost-plus-fixed-fee basis, 
right which Congress has granted 
the Secretary War and the Secre- 
tary the Navy waive the pay- 
ment bond. 

administering certain 
housing projects which have been 
transferred from the service de- 
partments which waived the payment 
bond requirement when the contract 
was awarded. 

handling housing projects which 
will utilized for defense program 
purposes but which are being 
structed municipalities under the 
typical arrangement with the 
for financial aid. such jobs 
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are not regarded Federal projects, 
they are not covered the Miller 
Act. Instead, the contractor re- 
quired provide the same type 
bonds are required the 
State which the project located, 
connection with Public Works 
projects that State. 

The following excerpts from re- 
cent address Dr. Dexter Kim- 
ball the Priorities Division Office 
Production Management, Defense 
Advisory Commission, explain the 
fundamentals the Priorities System 
which has been adopted connec- 
tion with the National Defense Pro- 
gram. 


What Are Priorities? 


President the United 
States was given authority 

set priorities system Section 
2-A Public Act 671, which declares 
part that under certain circum- 
stances emergency, defense orders 
shall ‘take priority over all deliveries 
for private account for 
This authority the President 
now vested the Priorities Division 
the Office Production Manage- 
ment and the Director Priorities.” 
“In putting this authority into ef- 
fect, the Priorities Division has devel- 
oped two phases the system which 
are designed assure efficiency, cen- 
tralized control, and decentralized ad- 
ministration for the military program. 
The task handling priorities the 
strictly military sphere given the 
Army and Navy Munitions Board 
and the field representatives the 
Army and Navy; the task overall 
supervision, administration priori- 
ties the non-military sphere, bal- 
ancing military and 
needs equitably, and imposing indus- 


controls when necessary, 


administered directly the Priorities 
Division 

“In putting all the aspects the 
problem together intelligible 
pattern, the military and other defense 
agencies concerned use two very im- 
portant One these 
the Priorities Critical List, 
alphabetical listing over 200 pri- 
mary military items which are needed 
for defense and which priority cer- 
tificates can issued automatically, 
speed production, the con- 
tracting officers the Army and 
Navy, co-ordinated the Army and 
Navy Munitions Board. The other 
instrument, the official directive, fixes 
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But Only Because One 


always been healthy—never had accident 
life,” you said. But came back you— 
“What would your family you were laid 
for long time?” convinced you the 
end. Today you’re recovering slowly—but you’re 
still thanking him for his perseverance, and 
for the regular check which comes from the 


throughout the country. He’s touch with 
countless business and personal insurance prob- 
lems. It’s his job help you. Look him the 
phone book, and give him call, today. 


“Consult your Agent Broker you would 
your Doctor Lawyer” 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 


HOME OFFICES: BALTIMORE 
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the order importance which 
these items are listed. the 
directive that the board objectives 
the defense program, and the pur- 
poses for which material needed, 
are correlated such way 
show which orders for items the 
Priorities Critical List can given 
ratings which items get rat- 
ings and which items come 
farther down the 


The Priorities Division 


addition the strictly military 
sphere limited the Priorities Crit- 
ical List there are many other areas 
which priority questions may and 
arise. Such problems are admin- 
istered directly the Priorities Di- 

“The Priorities Division the 
Office Production Management ad- 
ministers all requests for preference 
ratings civilian contracts. de- 
termines preference ratings for those 
items, including civilian items and 
military items, which not appear 
the critical list. handles the 
allocation all materials—for exam- 
ple, aluminum—which have been sub- 
jected industry-wide priority con- 
trol. Such industry-wide allocations 
modify and take precedence over any 
individual priority certificates which 
may have otherwise been issued 
against such materials 

“In the light all that has gone 
before can seen once that the 
priorities system can operated 
many ways meet many different 
problems. hardly possible de- 
scribe the system such detail 
produce formula complex that 


each and every problem can fitted 
neatly into its required niche. But 
there are several broad underlying 
principles which are great help 
understanding the system and which 
throw much light how the basic 
theories are applied. 


Principles Priorities 


basic principles are 
follows: 

(1) The priorities system de- 
signed primarily aid the defense 
program. can used aid im- 
portant civilian projects, but not 
the policy the Division use prior- 
ity actions indiscriminately, and 
effort always made find solutions 
through other means. 

(2) The assignment preference 
ratings for strictly military contracts 
handled the Army and Navy 
representatives, and this “auto- 
matic” field the Priorities Critical 
List the control—that is, the auto- 
matic assignment ratings not 
carried outside the framework 
the list. 

(3) Problems which lie outside 
the strictly military sphere, limited 
the Priorities Critical List, are 
administered directly the Priorities 
Division the Office Production 
Management. 

(4) The automatic phase the 
program handled the Army and 
Navy operated 
largely means individual prefer- 
ence rating certificates, assigned 
prime contracts extended sub- 
contracts for items the critical list. 
The preference rating certificate the 
principal administrative mechanism 
the system.” 


Tour Mexico Planned 
Delegates After Convention 


has become the custom for or- 

ganizations whose conventions 
held New Orleans 
couple such events with post- 
convention tours Mexico. The 
reasons are quite obvious. the 
first place, many those who attend 
come from remote territories and, 
quite possibly, never again may find 
the very threshold the land 
fascinations over the border. Thus 
attendance New Orleans conven- 
tion spells unusual opportunity for 
join the post-convention tour Mex- 
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ico—one covering two-week period 
from Chicago back Chicago, and 
another that will take three weeks. 
You will travel private air-condi- 
tioned Pullmans and the tour will 
conducted Frank Higgins Pow- 
ers Tours, Chicago. 

nearly every American now 
knows actual experience reliable 
testimony, Mexico 
with infinite variety attractions, 
equable climate, accommodations 
high quality, and the intoxication 
which accompanies adventure into 
foreign land among quaintly indi- 
vidualistic people. After the bustle 


and excitement your convention the 
opportunity visit Mexico will 
doubly welcome because affords 
before you have return home and 
assume your accustomed 
all means, plan join the post-con- 
vention tour Mexico after your 
New Orleans meeting. smart, 
fashionable and 
while. 

You will “doing” Mexico City, 
full the old and the new, visiting 
the Palace Fine Arts, the cathe- 
drals, museums, seeing the markets 
and shopping. Side jaunts include 
Cuernavaca, residence 
Xochimilco and the famous Floating 
Gardens; the Pyramids San Juan 
Teotihuacan; Puebla and 
Toluca and the Desert the Lions 

The scenic grandeur the country 
ranges, deep canyons, wide-spreading 
forests and waterfalls great height 
and volume—perhaps you will see 
volcanoes for the first time and Mex- 
ico City itself rests the shadow 
mighty Popocatepetl and 


Centuries before the Pilgrims land- 
Plymouth Rock cultured civil- 
ization throve—evidenced 
widely scattered and numerous ruins, 
more which are being constantly 
discovered. The dead cities Palen- 
que, the palaces and tombs the 
Zapotec and Mixtec Kings Mitla 
and the stupendous pyramids 
Papantla, Cholula and San Juan 
Teotihuacan will constant amaze- 
ment and source interest you. 


Perhaps the impression that will 
remain longest with members the 
esqueness the people and their 
mode life. This greatly enhanced 
the unusual and striking environ- 
ment which itself presents the great- 
est possible variation because the 
great differences altitude which are 
found within surprisingly 
ranging from sea level over 10,000 
feet. 


There great deal interest 
the trip, and, with world conditions 
they are today, this visit our 
friendly neighbors offers 
tunity for members the 
field potential customers. 

Pamphlets describing this trip, and 
additional information, can secured 
through the Secretary’s Office the 
Chicago Association Credit 
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Dangers Lurking 
Self Insurance 


fr. 23) the limitations 
self-insurance another. 

Their plan may operated 
that ordinary losses can absorbed 
and claims settled but 
they must also provide for catas- 
trophes, for the complete destruction 
property extremely large claims. 
business firm sufficiently large 
operate plan capable absorb- 
ing these extreme losses. 

Large self-insurers, therefore, pur- 
chase excess insurance protect the 
self-insurance fund 
trophes. 


THE final, crushing blow self- 
insurance taxes. Premiums 
paid for commercial insurance are 
part operating expenses and, there- 
fore, not influence tax returns. 
Funds paid into self-insurance re- 
serve from earnings are regarded 
profit and may not deducted 
operating costs. With Federal, cor- 
porate, and excess profits taxes rang- 
ing from 21% 62%, very 
doubtful that self-insurarice could 
profitable venture. 


STATEMENT 
ANALYSIS 


STATEMENT 
December 31, 1940 


$7,207,197.75 
4,000,141.07 


$3,207,056.68 


Amount 
which constitutes perma- 
nent fund 


MILLERS 
convert $6,783,476.33 94.1% 
its assets into cash short 
notice. This fire insurance Com- 
pany actually 169% liquid. 
Notice, too, that 44.5% its 
assets actually surplus. This 
spells S-E-C-U-R-I-T-Y. 


HOME OFFICE CHICAGO 


Credit and Financial 


Wanted: 
Skilled Labor 


The warning plain the want 
ads today: 

Skilled labor scarce America 
—and getting scarcer. 

Losing the services single skilled 
hand serious blow any plant 
today. more where came from. 


critical times like these, isn’t 
common sense give maximum pro- 
tection the skilled men your 
pay roll? 

your plant once—regardless its 
size—a planned safety program. You 
can without cost, without 
bother, without any interruption 
through Lumbermens Safety Engi- 
neering Service. 


expert, who knows plant safety 
from will survey your oper- 
ations and talk over his findings with 
you. Then, you say the word, 
safety program will drawn up, 
launched and carried out detail. 


surprised the quick re- 
sults such program. Down goes 
the cost your workmen’s compen- 
sation insurance. your profits! 


MUTUAL CASUALTY COMPANY 


Home Office: Mutual Insurance Bldg., Chicago 
Operating New York (American) Lumbermens Mutual Casualty Company Illinois 


JAMES KEMPER, President 


You’re protected from the hidden 
cost accidents, frequently four 
times the amount paid out the 
insurance company for medical care 
and compensation. 

Yes, each time your insurance com- 
pany pays out, say, $400 acci- 
are the hidden costs 
that accident you are $1,600—in 
the loss skilled services; machin- 
product damage; personnel 
readjustments, all which lowers 
morale, and efficiency, and produc- 
tion and, ultimately, profits. 

Busy constantly plants every 
description all over the country, 
Lumbermens Safety Engineers are 
not only sharp eliminators unsus- 
pected plant hazards; they’re human 
engineers, too. 

Discussing the possibility 
planned safety program for your plant 
will take very little time. might 
well turn out one the most 
profitable talks you ever had. 

One our experts will glad 
call your convenience. obliga- 
tion you whatever. Why not drop 
line—today? 


Affiliate, American Motorists Insurance Company 
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Credit 


This page, which donated one its 
members, used monthly the Insurance 
Group the National Association Credit 
Men foster better understanding insur- 
ance indirect guarantor credit. 


THE PROGRAM 


encourage wider understanding 
among credit executives insurance 


protector sound credit. 


keep credit executives informed 
the wide variety insurance cover- 


ages which are available. 


promote the use official 
N.A.C.M. insurance statement 
supplement the financial statement. 


Coverages 


The following list selective because space limitations. 


Accounts Receivoble 
Aircraft 
Crash 
Fire 
Land Damage 
Mooring 
Theft 
Windstorm 
Aircraff Motor Vehicle P.D. 
Automobile 
Comprehensive 
Fire 
Theft 


Flood 
Public Liability 
Tornado 
10’ 
Aircraft Property Damoge 
Glass Breakage 
Collision 
Damage 


Prope 
Non- 


Drive Other 
Hired Cars 
Loss Use 
Bailees Customers Floater 
Bridge Insurance 
Builders Risk 


Consequential Damage 


Approved by Nevonal Association of Credn Men 
INSURANCE STATEMENT 


IMPORTANT The insurance you carry has a direct and extremely important bearing on your financial standing. Ex- 
cellent firms with normally adequate capital resources have had their financial s! impaired or become 
actually insolvent because they insured. 


Please give below details of the insurance you carry. This should be useful to you not only because it will help 
your credit standing but also because it will enable you to review your insurance problem. Your insurance adviser can 
supply details of most of the information required. 


@ The forms of insurance listed represent those most commonly in force in the average commercial 
business. ht should be clearly and definitely understood. however, that the mere fact of your carrying 
all these forms does not in itself prove that you are adequately insured. You may need additional forms. 
or fewer, depending largely on the particular nature of your business. These are points on which you 
should consult your insurance adviser. 


INS, MACHINERY & INS COINS & INS, 


li your insurance is the “Blanket” type, show total amount (lollowed by the word “Bionket”) in the “Buildings” oohma. 


Machinery Breakdown — ~ | Machinery Breckdown— | 

Bonds 


Elevator Public Liability 
Auto Public Liability (owned cars) 
Auto Property Damage (owned cars) 


Workmen's Compensation — Are all your 
employees included? Yes 


Products Public Liability 
———_ Auto Public Liability (non-owned cars) 


Credit Insurance on Accounts Receivable 


No Life Insurance Payable to business) 


Does your Public Liability insurance cover 
construction work done on your 
| Premises? Yes No 


lf you hold property of others is your 
liability insured? Yes No 


lt you have assumed liability of others 
under any contract such as lease, 
, has your Public Liability policy been 
extended to cover it? Yes No 


Have you made sure that all policies cov- 


ering the same property or liability 
read alike? Yes No 


If you carry any other insurance list deiails below. 


Address Address 
Date OY 


Gitled 


INSURANCE STATEMENT FORM 


N.A.C.M. approved form. Procurable from the National Asso- 
ciation Credit Men, New York, Campbell, Chair- 
man, National Insurance Group, 844 Rush Street, 


Floater 

Furriers Customers 

Garage Keepers Liability 
Garment Contractors Floater 
General Floater 

Gold Silverware Floater 


Patterns Die Floater 
Personal Effects Floater 
Physicians Surgeons Floater 
Profits Commissions 

Public 

Floater 


ent Liability—R.R. Sidetrack Golf Floater Rai 

witch Lease Gross Receipts Registered Mail 
Credit Gun Value 
Demolition Hoil Insurance 


Department Store Floater 


Disability Insurance 


Dyers Floater 


Earthquake 
Electric Sign 


Engagement Ring Floater 


Floaters 
Errors Omissions 
Exhibition Floater 
Explosion 
Extended Coverage 
Tornado 
Hail 
Explosion 
Smoke Damage 


Extra Expense 
Fallen Building 


Fire 

Fine Arts Floater 
Flood 

Frost 


Riot Civi! Commotion 
Safe Deposit Box 

Salesmens Sample Floater 
Scheduled Property Floater 
Scientific Instrument Floater 


Horse Wagon Floater 
Installation Floater 
Installment Sales 
Jewelers Block 
Jewelry—Fur Floater Smoke 
Laundry Floater Sprinkler Leakage 
Leasehold Sprinkler Leakage—Legal Liability 
Life Insurance Stamp Collectors Floater 
Individual Stock Floaters 
Key Man (in business) Stock—Reporting 
Group (including disability) Surety Bonds 
Live Stock Floater (numerous forms bonds) 
Mischief—Vandalism Theatrical Floater 
Monufacturers Output Floater Tornado 
Marine Tourist Baggage Floater 
Hull (various forms) Floater 


Cargo (various forms) hrubbery—Lawn Improvements 
Mortgage Interest Trip Transit Floater 
Morticians Equipment Floater Tuition Fees 


Motor Truck Cargo 

Motor Truck Merchandise Floater 
Motor Vehicle Property Damage 
Musical Instrument Floater 
Paraphernalia Floater 

Post Floater 


Unearned Premium 
(various forms) 


Water Damage 
Wedding Presents Floater 
Windstorm 


When writing advertisers please mention Credit Financial Management 
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Tell the credit man! 


you are trouble and honestly want pay your 
bills the credit man. That’s the sound advice 
offered recently “The Bull’s-Eye” column the 
Minneapolis magazine, “Commercial West.” Here is: 

“Lo, the poor credit man! shouldn’t put that 
way? Maybe should say, Lo, the king 
however, there are two ways looking this 
credit 

“First off, weren’t for the credit man whole lot 
our business, industrial institutions 
would smash because they would get many, many 
debtors their books who simply would not pay their 
bills and whose income situation such that they could 
not forced pay them. 

“That would raise hob with the economic structure 
this country and most would the bread 
line because there would few enterprises operation 
and employment payrolls speak of. 

“So, let’s sit down calmly and look into this credit 
man, see what makes him tick and why ought 
friends with him instead bickering with him. 

“To great many people the credit man store 
industry wholly unknown quantity. They know 
that can shut off their credit. they are slow pay 
they get vexed letters from him. they are dead- 


beats they try circumvent him, but they are honest 


people, trying pay their debts, they will find him 
quite human sort person, after all. 

“For, and large, the average credit man not 
sort chap all. He’s tough thinks some- 
body trying work racket him. tough, 
too, somebody lies him. That’s one thing the credit 
stand for. 

“But, the other hand, you meet him half way 
you. 

“Times there are when the most honest debtors 
situation that dips deeply into his 
that simply cannot meet his payments—sick- 
hess, some unexpected family trouble. 

just one thing such circumstances. 
That directly the credit man and tell him 
your Don’t wait for him come you. 
his office, see him face face, tell him 


NATIONAL CREDIT MEN 


your story. Credit men are mighty good judges 
character and human nature. They can spot the pre- 
varicator minute. you hit off with them, and 
your past credit record, revealed will say, 
the Yellow Book Minneapolis good, you need not 

“The credit man will accept your promise pay 
what you can each month the account until you get 
your feet again. That’s the human side him— 
and it’s the good business for his firm’s side him. 
has kept good customer still good friend for his 
house, probably better friend. 

goes for dealers who buy wholesalers and 
manufacturers just fully goes for customers 
the retail establishments. 

“If you are honestly trouble and want pay your 
bills, tell the credit man. Not that hasn’t lot 
troubles his own, but find him friendly, 


hel and willing help out your credit 
> 
problem.” 


Saving businessmen’s 
time Washington 


Service and Information Office 
the Department Commerce simplify and expedite 
contact between businessmen who come Washington 
and government officials announced Jesse Jones, 
Secretary Commerce. Utilizing the services men 
detailed from the Bureau Foreign and Domestic 
Commerce and others with long experience and 
association with the affairs government, the office 
has been instructed reduce wherever possible the 
time required representatives business 
dustry who come the Capital transact official bus- 
iness. 

The primary objective the Service and Information 
Office will put businessmen, wherever possible, 
direct touch with the government official who can best 
give consideration the particular problem presented. 
this way anticipated that will possible 
reduce the number calls that the business visitor will 


have make and also save the time government 


officials who now see many persons whom they have 
refer someone else. 

The development the defense program has in- 
creased the number businessmen coming Wash- 
ington and consequently the demands the time 
government officials that the new function the De- 
partment Commerce should, expected, facilitate 
the transaction business and prove value all. 

The availability the Service and Information Of- 
fice has been made known all members Congress 
and other government departments the belief that 
its facilities may used clearing house for all 
those who have business with government but are not 
certain how approach their objective. Quarters for 
the Service and Information Office have been estab- 
lished and are operation just off the main lobby 
the Department Commerce Building Room 1060. 


q 


Payment bond continuance 


urged Congress NACM 


Continuation the payment bond re- 
quirement protect companies supply- 
ing materials defense projects was 

urged the National Association 
Credit Men recently before the House Pub- 
lic Buildings Grounds Committee hear- 
ings Washington. Waiver the pay- 
ment bond certain types contracts, the 
Association’s statement pointed out, has al- 

Created concern among present and 
prospective suppliers material de- 
fense projects. has caused hesitancy, 
some cases, accept orders for ma- 
terials and even declination some 
orders. This tendency has been accentu- 
ated the slowing down payments 
under defense contracts. 

has tended retard rather than 
promote the progress the defense pro- 
gram. 

The requirement receipts the 
cost-plus-a-fixed-fee projects has proved 
very inadequate substitute for the 
payment bond protection. many cases 

The interest the Association, was 
added, limited the question the 
necessity for requiring payment bond 
protect companies which will called upon 
supply materials prime contractors 
and subcontractors projects constructed 
under the proposed legislation. 


Proposed Changes 


Two recent defense housing bills pending 
before the House Committee, which stimu- 
lated the release the statement, were 
cited. 

“Provided further, That the Administrator 
may with respect contracts entered into 
upon basis waive 
performance and payment bonds required 
the Act approved August 24, 1935 (49 
Stat. 793).” 

3570 contains the following pro- 
vision: “The moneys appropriated ac- 
cordance herewith, may used 
such agencies, without regard the pro- 
visions any other law, but accordance 
with such directions and regulations and 
such terms and conditions may pre- 
scribed approved the President.” 

Presumably, the language last quoted, the 
Committee was told, may interpreted 
have the same effect Section 
3213 permitting the requirement pay- 
ment bonds waived. 

For the reasons listed below the associa- 
tion made the following specific suggestions 
concerning provisions quoted these bills: 

“If 3213 enacted into law, 
recommended that the permission waive 
the payment bond stricken out. 

recommended that the following language 
added, appropriate place the 
bill: 

‘Provided, however, That nothing herein 
contained shall relieve bidder contrac- 
tor the obligation furnish payment 


Members’ Bulletin 


bond under the requirement the Act 
August 24, 1935, (49 Stat. 

“The above proviso similar 
language which was added the Act 
June 28, 1940, Public Law 671.” 


Performance Bond Not Enough 


Consideration the necessity requir- 
ing payment bond from contractors 
government construction projects has often 
been confused the failure distinguish 
between the performance and the payment 
bond. 

The performance bond protects the gov- 
ernment against default performance 
the contractor. offers little pro- 
tection suppliers material and labor. 
The payment bond, prescribed the so- 
called Miller Act, gives the unpaid material 
supplier clear and prompt right action 
under the bond, the Association said. 

has been argued that certain cir- 
cumstances—such the cost-plus-a-fixed- 
fee defense contracts, where the govern- 
ment can control each step the work 
requiring receipts from the prime contrac- 
tor and withhold payment unless perform- 
ance satisfactory—the performance bond 
may waived without detrimental effects. 

Even that should true, however, the 
waiving the payment bond. 

The measures which the government may 
adopt insure satisfactory performance 
not protect companies which supply ma- 
terials the project against losses un- 
due delays receiving payment, which 
the purpose the payment bond. 


Cost-Plus Contracts 


sentatives the government that the prac- 
tice, under cost-plus-a-fixed-fee contracts 
requiring the prime contractor furnish 
receipts evidencing payments subcontrac- 
tors, obviates the necessity for payment 

There valid basis for such 
tention. The fact that prime contractor 
has prove that has paid his subcon- 
tractors before paid the govern- 
ment provides guarantee that the sub- 
contractors will promptly pay their ma- 
terial suppliers. 

Unless the government departments po- 
lice each step disbursements, down the 
last supplier material, the payment bond 
protection not duplicated. 

Another erroneous conception 
bond situation that the comparatively 
small amount litigation under the Miller 
Act suggests that the bond protection 
not needed. The truth that the general 
effect the Miller Act has been obviate 
the need for litigation. 

the first place, the requirement 
bond has had tendency eliminate irre- 
sponsible contractors from the government 
contracting field. Secondly, when un- 
paid material supplier indicates his inten- 
tion instituting action under the Miller 
Act, that action often has the effect 


causing the purchaser the mater’ 
make payment. 

these two effects the ment 
bond which have cleared that 
otherwise would have resulted 
prolonged and costly litigation. 


Payment Bond Essential 


There not the slightest doubt tha: com- 
panies which receive orders from 
tors and subcontractors 


struction projects place great dence 
the payment bond for their 
against losses and undue delays 
ments. the other hand, the abs: ice 
the bond and the protection 
which the bond affords enhances 
bility loss collection 

all defense contractors and 


tors possessed strong financial 
and satisfactory credit standing ab- 
sence payment bond would 
likely cause the concern which now 
causing. Because the great volume 
defense orders, however, and the 
the program, some companies receiving 
awards contracts and subcontracts are 
not the most satisfactory credit risks. 

Some companies whose credit standing 
adequate for normal 
ments are placing orders far excess 
their normal practice. Some the com- 
panies, particularly the smaller companies, 
which receive these orders must tie 
substantial amount their working capi- 
tal produce the material such 
cases delay receiving payment imposes 
serious financial strain the material 
supplier. 

such cases that the waiver 
the payment bond may, the in- 
order or, accepted, create 
ties which could have been obviated re- 
duced the requirement bond. 


Reasons For Miller Act 


should here emphasized that the 
Miller Act was passed Congress 1935 
the great public works program and 
ognition the need for protecting material 
suppliers construction projects against 
the difficulties mentioned above. 

The principle requiring bond pro- 
vide that protection was not new; fact 
had been established policy for many 
years. But was recognized Congress 
that the protection afforded the Heard 
Act, passed 1905, had become entirely 
inadequate and that its inadequacy was 
causing substantial and preventable 

The archaic procedure the Heard 
which, among other things, the 


unpaid vendor wait until six 
after the project had been accepted the 
government, was intolerable 


which badly needed the money 
was entitled. Moreover, the Act 
provided virtually protection ma- 
terial suppliers which had contractual 
relationship with the prime 

the Act often operated the 
the unpaid creditors and the ntage 
the contractors, some whom, may 
said, were not unfamiliar with 
culties which the law placed 
creditors. 
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Credit Association affairs 


May, 1941 


Copy deadline 
15th month 


Because 


the summer lull 


local Association activities, 
“Credit and Financial Manage- 
will this summer, 
past years, discontinue its spe- 


cial News Supplement. 
resumed the fall months. 


will 


Retail credit men plan 
June convention inN. 


The 


29th annual Conference and Credit 


Sales the National Retail Credit 
Assn. will held New York City, June 


inclusive, with headquarters the 
Hotel New Yorker. 


This joint con- 


the National Retail Credit Assn., 
The Associated Credit Bureaus Amer- 
ica, the Credit Women’s Breakfast Clubs 
North America and the Collection Serv- 


ice Division. 


Advance 


cates that from 1,500 2,000 delegates 


“The 


present. 
Effect the Defense Program 


Consumer Credit and the Future 


will be 
vention. 
Among 


the theme the New York Con- 


the speakers the 


gram are: William George Van Schmus, 
Managing Director and President, Radio 


Music 


Great American Public.” 


Hall. His subject will “The 


Arthur Mor- 


ris, originator the Morris Plan Indus- 


trial 


tions 


the 


Bank, 
nomic 


edit Man.” 


“Consumer 
Stanley Shaw, Editor, Eco- 


and Investment Advisory Publica- 


Standard and Poor’s Corp., will 
Business Inflation and 
Henry Heimann, 


Exec. NACM, will talk “Credit 


and 


Sever 
ment 
been 
gates 
the 
inn 


construction.” Leonard Berry, 
Forman Co., will speak 
discuss “The Future Instal- 


features have 
reception for all dele- 
guests will held Sunday eve- 
variety special events will 
ure the Tuesday evening enter- 

The annual banquet will 
Thursday evening, June 19. 
Dining, dancing and 
floorshow will the main 
the evening. 


Des Moines, Omaha, Lincoln active 
pushing state par-check legislation 


Omaha—Legislative Bill No. 
viding for amendment the Nebraska 
bulk sales law, passed the Legislature, 
was signed the Governor March 14. 
This new law provides that fixtures, equip- 
both, shall covered the protection 
against sales bulk the same previously 
provided for stocks merchandise. 

Legislative Bill No. amending Sec- 
tion 36-208 the Compiled Statutes 
Nebraska has also been enacted providing 
for the filing conditional sales contracts 
the office the county clerk. The only 
exception under the new law conditional 
contracts motor vehicles. 

The Omaha and Lincoln credit men’s as- 
sociations also sponsored Legislative Bill 
394 providing for the clearance 
all checks Nebraska par. Ata special 
committee hearing, the credit men’s views 
the advantages such law were pre- 


Wedding bells 

Chicago—Smiles the happy couple 


above belong “Don” Eck, Credit 
Hudson Mfg. Co., and Pres., 
Chicago Chapter, C., and Mrs. Eck. 
The occasion the cake-cutting followed 
their marriage St. Bartholo- 
Church. Mrs. Eck, the former Ber- 
nice Rotter, known credit circles 
Credit Mgr., Hanson Scale Co., and Vice 
Pres., Chicago Credit Women’s Club. 


Des Moines—The close the Iowa 
Legislature early April brought 
end the near-successful campaign the 
Des Moines CMA, under the leadership 
Don Neiman, Sec.-Treas., have 
the session pass the par-clearance check 
The bill had carried the House 
large majority 86-13 but then was 
not, because time limitation caused 
the closing the legislature, able 
get through the Senate. 

was favored the local Association 
because Iowa the practice charging 
exchange their own checks banks 
has been gradually spreading with re- 
sulting burden retail merchants who, 
matter courtesy customers, cash 
checks and then discover depositing 
check that the bank which the check 
drawn makes exchange charge. lack 
uniformity these charges was also 
found. 

The Association pointed out its cam- 
paign that while bank entitled 
charge its own customers for services ren- 
dered, should not charge the person 
who accepts check, lieu currency, 
for services given the customer who 
draws the check. was estimated that 
this practice taking approximately 
half million dollars year from the people 
who cash checks. 


Los Angeles 


Los Angeles—A “Shenanigan 
Party” the Alpha and Zebra organ- 
izations the Los Angeles was 
held St. Patrick’s Day Carl’s View 
Park. dinner and entertainment 
featured the evening, during which in- 
formal challenge was made the Alpha 
Nus, through Alma Appel, 
secure more new LACMA memberships 
during the six weeks ahead than the Ze- 


bras. This challenge was accepted the 
Zebras. Reports new members gained 


both organizations were immediately 
received and the membership race being 
spiritedly contested. 


Look Ahead New Orleans! 
46th Annual 
NACM Credit Congress, 
May 11-16 


NACM men 


Defense 
Program 


During recent weeks the NACM Pub- 
lic Relations Dept. has learned about the 
following credit executives who have been 
called the nation from their tasks 
“Guarding the Nation’s Profits” serve 
the National Defense Program. 

Each individual will receive 
National office, for the year serv- 
ice, complimentary copies both the 
Executive Manager’s Monthly 
Review and AND FINAN- 

Information about other 
called service solicited and will ap- 
pear from time time this column. 

Albany—William Broughton, who 
represented the Airdon Company Troy, 
Y., the Eastern ACM, was 
called service recently and now 
Sergeant connected with Battery 209 


Coast Artillery (A.A.), Camp Stewart, 
Ga. 

San Francisco—Gordon Lantz, 
active member for many years the 


Credit Managers Assn. Northern 
tioned the Navy Reserve Training Base 
Yerba Buena Island here. Mr. Lantz 
represented Balfour Guthrie Co. the 
local Assn. and was active credit educa- 
tion work both here and the NACM. 

Akron—H. Boyer, who was serving 
Pres. the Akron ACM, which affil- 
iated with the Cleveland ACM, was called 
active duty Feb. and now lo- 
cated Fort Knox, Ky. holds the 
rank Major. his place Credit 
the Palmer Match Co., Akron, 
firm’s Vice Pres. and Sec. His position 
Pres. the Akron Assn. has been as- 
sumed Alexander, Credit Mer. 
the Summit Wholesale Grocery Co. 

Apple now stationed 
Fort Ord, Monterey, Calif. private 
the Medical Corps. His successor the 
Queeno Cigar Co. Dave Goldenberg. 

Kansas City—Wesley Smith, who was 
member the Credit Dept. the Skelly 
Oil Co., and the son Smith, 
Sec.-Treas. the Kansas City ACM, 
now the Second Cavalry 
Fort Riley, Kansas. 

Philadelphia—Franklin Moen, for- 
merly with the Credit Dept. the Stan- 
dard Oil Company Pa., now Private 
the Headquarters Battery, 37th Field 
Artillery, Fort Sam Houston, Tex. 
has replaced Mr. Moen the Credit 
Dept. 

Newark—J. Price, who represented 
the New Jersey ACM, the firm Scher- 
ing Co., Bloomfield, J., where was 
credit manager, has been assigned Coast 
Artillery, Anti-Aircraft Battery 4th 
Platoon, Fort Eustis, Virginia. 

Los members the Los 
Angeles CMA have been taken into the 
service recent weeks and sixth, Rex 
Vosburg the Rainier Brewing Co., 
expected called shortly. The five 
already inducted are: 


Lt. Willis Smith located Fort 
Knox, Ky., where member the 
67th Armored Division. was formerly 
with Klauber-Wangenheim Co. 

David Sellards the Coast Artil- 
lery Fortress Monroe, Va. was 
formerly connected with Ellis-Klatscher 
Co. 

Lt. Col. Henry Vickrey, who repre- 
sented the West American Rubber Co., 
now with the 160th Infantry, G., 
Fort Benning, Ga. 

Robert Harrell has his post with 
the Associated Brewers Distributing Co., 
and now private the 8th Signal 
Service Company, No. 1947, 
Camp San Luis Obispo, Calif. 

Lee Fortner private the 62nd 
Company, Training Ret. 41, 
Tacoma, Wash. was formerly with the 
Los Angeles Wholesale Board Trade. 


Heimann talks 
defense and credit 


The Alexandria, La., Chamber Com- 
merce heard its guest speaker its 
annual membership dinner April 17, 
Henry Heimann, Executive Manager, 
NACM. Mr. Heimann presented anal- 
ysis credit and financial aspects the 
defense program and the role the 
world affairs. also was the featured 
speaker April before joint meeting 
the Toledo Rotary Club and the To- 
ledo ACM; April the luncheon 
the Cleveland Chamber Commerce 
and the Cleveland ACM and other local 
organizations; evening meeting the 
same day the Akron and Canton Asso- 
ciations the Congress Lake Country 
Club; and April the annual meet- 
ing the Credit Men’s Assn. Eastern 
Pa. April Mr. Heimann spoke be- 
fore the luncheon meeting the St. Joseph, 
Mo., ACM and the local Chamber 
Commerce the Hotel Robidoux, follow- 
ing which addressed the dinner meet- 
ing that evening the Kansas City ACM 
the Muehlebach Hotel. 


Because the summer lull 
local Association activities, 
“Credit and Financial Manage- 
ment” will this summer, 
past years, discontinue its spe- 
cial News Supplement. will 
resumed the fall months. 


Position Open 


National manufacturing 
quires services college graduate with 
extensive knowledge financial statements 
and mercantile reports, combined with 
credit experience, credit 
man contacting important dealers and set- 
ting credit arrangements. Should 
young man with aggressiveness, nice per- 
sonality, good character and single. En- 
close photograph with full details 
fications for consideration Box 5-X, 
Credit and Financial Management, One 
Park Ave., New York, stating salary de- 


Weir speaks local mectings 


Three addresses were presented 
Weir, Asst. Exec. Mgr., be. 
fore the meetings the Credit 
tion Southwestern Mich. 


April 17; the Cincinnati the 
Gibson Hotel April 21; and 


Hotel April 22. 


Binghamton: 


Psychological factors selling and 
credit are great importance, was 
emphasized the March dinner meeting 
the Triple Cities ACM held 
Club. 100 
members were present hear the talk 
Frank Lovejoy, Sales Promotion 
Manager, Socony Vacuum 
speaker the program was Evan 
King, NACM Director. number sales 
representatives local concerns 
guests the meeting. 

Resignation Catherine As- 
gether with the appointment Thelma 
Cottrell her successor. Miss Cottrell 
was secretary the local Association from 
1935 through 1938. 


Birmingham: 


The luncheon meeting the Alabama 
ACM the Thomas Jefferson Hotel 
March heard Moran, NACM Cen- 
tral Division Manager, present 
sion entitled “The Credit Manager—Asset 
Liability 


Buffalo: 


Representatives chosen from the credit 
executive membership the Rochester 
ACM and the Credit Assn. Western 
this city, met the field 
intellectual battle May the “Quiz 
Two Cities” over Station WBEN. The 
program conducted the Noxzema Co. 
and also carried over Station WHEC 
Rochester. 


Chattanooga: 


The April dinner meeting the Chat- 
tanooga ACM the Read House 
debate the powers the Federal gov- 
ernment members the Chap- 
ter the American Institute 
program entertainment was feature 
the evening being presented Miss 
Freda Cooper. 


Chicago: 

Saturday, April 26, was the occa-ion for 
the first golf outing the year ‘or the 
members the Chicago ACM. was 


held the Cherry Hill Golf and 
was followed dinner. 
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Chicago: 

The April forum the Chicago ACM 
the Hotel Salle heard John Red- 
mond speak “Ethics the Credit Pro- 
The report the Nominating 
new officers and directors 
was presented the 
same time. The meet- 
ing also served 
the occasion for the 
introduction 
membership 
Association’s new 
Secretary, Harvey 
Hill, whose appoint- 


ment recently 
announced Assn. 
Pres. and NACM 


Director Pod- 

who Acting Sec. Fred Schrop, 
assumed his post April with Mr. 
Schrop going New Orleans where 
Director the NACM Credit Con- 
gress, May 11-15. 


Mer., Lansing Credit Exchange, 
Carter, Credit Mer., Lansing Citizens Loan 
Investment Co., and DeBarry, The 
State Journal, were elected directors 
complete the board. The three directors 
who hold over are Blanche Sutherland, 
Credit Capitol Electric Supply Co.; 
Frank Baker, Cashier, The Industrial 
Bank; and Emil DeBlake, Credit 
Van Dervoort Hardware Co. These six 
directors, together with the officers and 
Walter Reck, former Pres., who becomes 
Counselor for the ensuing year, make 
the new board. 

Following the business meeting, there 
was short program which was charge 
Otis Dean the Lansing Company. 
Paul Ritts, student announcer for WKAR, 
gave some impersonations and Clyde Cairy, 
amateur magician, entertained the group 
for about minutes. 

Mr. Paterson, the newly elected Pres., 
automatically becomes delegate the 
national Credit Congress the NACM, 
held New Orleans, May 11-15. 


Following the appearance February Louisville Officers and Directors 
the Cincinnati ACM where they were guests the Louisville CMA, the local Associa- 
tion was host April nine representatives the Louisville Association 


dinner held the Cincinnati Club. 


the above photograph you see, r.: 


Gratzer, Credit Manager, Louisville Courier-Journal and Louisville Times; Russell 
Deupree, Credit Manager, Procter Gamble Company; Schneider, Secretary- 
Manager, Louisville ACM; Dreutzer, President, Cincinnati ACM, and Berle Boyd, 


President, Louisville CMA. 


Des Moines: 


National defense activities the 
Des Moines office the the 
April dinner meeting the Des Moines 
ACM. Mr. Dalton Special Agent 
the Bureau. 


Paso: 


dates have been set for the 
annual meetings the Tri-State ACM 
this city and Amarillo for the 
Wholesalers’ Credit Assn. New Mexico 
These meetings are tenta- 
tively however, for the latter part 
May early June following the 
Orleans Credit Congress. 


Lansing: 


Willi Paterson, Credit Weis- 
singer Co., was elected Pres. the 


ACM the annual election and 

banque: April the Hotel Porter. 
Hoadley, Treas., Lansing In- 

Surance Agency, was chosen -Vice Pres. 


and Hay, Credit Mgr., Michigan 
Treas. Walter Graff, 


Minneapolis: 


colorful membership directory over 
100 pages was recently published, cover- 
ing not only the Minneapolis Association 
Credit Men but also the Associations 
St. Paul and Grand Forks, weli 
the Duluth-Superior and Fargo-Moorhead 
organizations. each Association, offi- 
cers are listed and bureau services are ex- 
plained and the booklet, which has special 
plastic binding, also carries number 
advertisements. 


Newark: 


special bulletin outlining the legisla- 
tive program the New Jersey ACM was 
recently developed and sent prospective 
members, state legislators and secretaries 
local Associations District No. 

The pamphlet outlines both the legisla- 
tive results the national basis that have 
been achieved previous years and lists 
series bills, interest business men 
New Jersey, which are current the 
present session the legislature. Letters 
received response the Association’s 
Legislative Program are printed two 
pages the folder, including those from 


New Jersey’s two Senators, its representa- 
tives Congress and Governor Charles 

Election officers the New Jersey 
ACM will held the Association office 
ning the annual dinner, which the 
Officers and Trustees will installed. The 
speaker the evening session will Dr. 
Willard Atkins New York Uni- 
versity where Chairman the De- 
partment Economics. the April 
meeting the members heard Patter- 
son, Credit Manager, American Cyanamid 
Co., discuss credit and defense projects. 


New York: 


innovation keeping the members 
the Association informed activities 
was recently begun Clarence Riegel, 
the new Secretary the CMA. 
consists series special dispatches, 
each which will bear some aspect 
credit work and planned that 
the end the year the series will provide 
complete file covering all developments 
credit during that time. the end 
each year planned furnish each 
member with periodical index and bin- 
der which keep the dispatches. The 
announcement points out that “by consult- 
ing this file members will know exactly 
where and how the Association can help 
them. Members will receive 
tional literature. dispatch will 
devoted entirely hard facts and definite 
services that are available through the 
Association.” 


Pittsburgh: 


The 45th annual meeting the Credit 
Assn. Western Pa. scheduled for May 
the Hotel Schenley. the April 
luncheon the Credo Club, Ivan Hill- 
man, Dravo Corp. and Byron Stump, 
Doubleday-Hill Electric Co., presented 
discussion the Lend-Lease Act. The 
following week the luncheon was sponsored 
the Association’s Insurance Committee 
and heard Ray Tucker Tucker 
Johnston, speak “Compulsory 
mobile Insurance.” 


Rochester: 


Bowling teams from Syracuse and Buf- 
falo competed March against the 
bowlers the Rochester this 
city the annual match for the trophy 
donated the Underwriters Board 
Rochester. The team came out 
top. special match between presidents 
and secretaries the three associations, 
the local combination Pres. George 
Lennox and Sec. Jack Cogswell defeated 
Cliff Heath and Joe Reese Syracuse 
and Irwin Raunick and Ira Johnson 
Buffalo. 


Syracuse: 


The Syracuse ACM will honor its past 
Presidents the meeting May 
the Roof Garden the Onondaga Hotel. 
Also the spotlight for the evening, will 
the Syracuse CWG which will hold its 
monthly meeting jointly, with the men, 
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this date. celebrate this joint meeting, 
the speaker will Vivien Kellems, widely- 
known inventor and business woman. This 
the first time that woman has ever 
spoken before the Syracuse Association. 
Invitations have been extended all the 
Presidents other upstate New York as- 
sociations participate the evening’s 
program. 


South Bend: 


Directors the South Bend ACM 
nounced April the appointment Ken- 
neth Ball succeeding the 
late Eugene Payton. Mr. Ball has been 
connected with the association since Oc- 
tober, seven years prior then 
was connected with the Retail Credit 
Company, Atlanta, Ga. also has sev- 
eral years experience with finance com- 
panies. 


Waco: 


New Officers and Directors the Waco 
Wholesale CMA were chosen the March 
meeting, which time the program for the 
current year was announced with special 
emphasis being directed increased mem- 
bership. 

The leaders the Association for the 
present year are: President, Leo 
Mayes, The Behrens Drug Company; Vice 
President, Freeman, Wm. Cameron 
Company; Secretary-Treasurer, Jack 
Callan, McLendon Electric Radio Co.; 
Counsellor, Dodson, McLendon 
Hardware Company. 

Directors are: Jack Callan; Dod- 
son; Freeman; Leo Mayes; 
Earl Harrison, First National Bank; Kirby 
Parsons, Dunn Donald 
Smith, Magnolia Petroleum Co. 


Worcester: 


the April meeting the Worcester 
County ACM the Hotel Bancroft, which 
was jointly sponsored with the Worcester 
Chapter, National Association Cost Ac- 
countants, Alden Brett, Treasurer, Hood 
Rubber Company, Watertown, Mass., 
spoke “Cost Selling—Distribution 
and Commercial.” 


Position Wanted 


cludes nine years public accounting with 
national firm. Last four years with pri- 
vate corporation. familiar 
with Federal Income taxes. Instructor 
University extension work 
years. Member National Association 
Cost Accountants and Certified Pub- 
lic Accountant. For further details ad- 
dress Box 5-A, AND FINANCIAL 
MANAGEMENT, One Park Ave., New York. 

Credit-Collection with 
years record for maximum quota 


ciency and percentages. Desires market 
services better advantage over present 
connection. Law and Business Admin. 
Graduate. Age 40. Write Box 5-B, 
AND FINANCIAL MANAGEMENT, One Park 
Ave., New York. 


Boston—The April meeting the Bos- 
ton Chapter was double feature, with 
“Credit Tests for Bank’s Portfolio” 
the title address Frank Ben- 
nett, Publisher, “Cotton Wool Reporting” 
and “U. Investor,” and “Financial State- 
ments—Their Use and Abuse” the subject 
3rown, Bornhofft and Co. 

Chicago—At Chapter meeting April 
24, Carl Henrikson, Jr., Director 
Education, NACM, addressed the group 
the subject “Credit Management Pro- 
fession.” 

Indianapolis—The last meeting the In- 
dianapolis Chapter was Credit which 
included credit quiz with the help 
popular music, contestants, judges, cash 
prizes, 

Los Angeles—At the last meeting the 
Chapter, which attended, three names 
were drawn from the dinner tickets 
those present. Those drawn were each 
given membership the Institute for the 
coming year. 

March meeting the 
Meadville Chap., NIC, held the Talon 
Club, was conducted Pres. Wat- 
son. The speaker was Joseph Rubanow, 
Vice Pres., Manufacturers Trust Co., New 
York. His subject was “Case Studies 
Bank Credit Department.” About 
members and guests enjoyed Mr. Rubanow’s 
speech. The Chapter now the “home 
stretch” the classes Allegheny 
lege. Twenty-one students are enrolled 
the course Advanced Credits and Collec- 
tions. Plans are being made for social 
meeting May, when the classes are com- 
pleted for the year. 

New York—Associates and Fellows 
the Chapter met the Hotel Penn- 
sylvania March and organized 
group tentatively called the 
Alumni Assn. David Golieb, one the 
founders the Institute; Joseph Rubanow, 
certificate holder, and Carl Henrik- 
son, Jr., Director Education, gave their 
impressions the purposes and functions 
the newly organized group. 
Lanning, the Motor and Equipment 
Assn. presided. 

the Chapter meeting April 10, 
Henry Heimann, NACM Exec. 
spoke the subject “Reconstruction Re- 
sponsibilities.” 

Philadelphia—The local Chapter ended 
its year with dinner meeting April 
with 100 per cent attendance. Course 
certificates were presented the Director 
Education. 


Rochester—Brace Bennitt, 
dressed the April meeting the Chapter 
the subject “Spilled George 
Lennox, Pres., Rochester ACM, 


discussion after the April 
12, the Institute had bowling party the 
Pine Bowling Alleys. 

sponsoring Chapter scholarship. 


Because the summer lull 
local Association activities, 
“Credit and Financial Manage- 
ment” will this summer, 
past years, discontinue its spe- 
cial News Supplement. will 


resumed the fall months. 


Dear Fellow Zebras: 

One more year has rolled around, 
fellows, Convention time 
again, and must sing Swan song 
your Grand Exalted 
few days you will have 
leader, who will carry Zebradom 
further heights. 

This past year will always carry 
pleasant memories for me, pleasant 
memories the very close associa- 
tion and the very pleasant relation- 
ship with Zebras all over these United 
States. Little did know when, upon 
receiving the great honor—and 
consider great honor—of 
elected the highest position the 
Order—that the following months 
would bring such terrific response 
the part all Herds throughout 
the length and breadth the land, 
further the cause move Zebradoin 
greater achievement, make 
real place the sun for our Order. 
that end, fellows, pledged our- 
selves and, measure, have 
succeeded. Following years, and the 
men who you select, will carry this 
work small measure. 

The membership the National 
Association Credit Men has in- 
creased this year; has been due 
part the untiring efforts all 
Zebras. find the Zebras working 
full speed all the business and 
social functions the local Associa- 
Zebras lending every effort 
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crease the value the services the 
National Association Credit Men. 

those immediate men who were 
close me, the Divizebs: Dick 
Memphis, and Bob Harrell Los 
sincerely thank them for 
all excellent and wonderful sup- 
port they have given working 
big job. Any success might 
have had during this past year due 
their efforts and the very 
help and advice those 
untiring Grand Zebrataries, Owen 
San Francisco, Moran 
Chicago, and Brace Bennitt New 
York. were, their title im- 
plies, Grand, and without their ex- 
and association with the 
work, our problem would have been 
ten-fold. the officers and mem- 
bers every Herd, well, amount 
thanks will ever repay them for 
the niany hours they sacrificed real 
honest labor, put the Royal Order 
Zebras the map these United 
States. The job has been well done, 
heartfelt thanks each one 
you; only wish could shake the 
hand every one, and personally tell 
you the loyalty you have shown. 

This past year will always mean 
great deal and shall never for- 
get it. not retiring, fellows; 
not laying down this never 
ending job; going right back 
among the rank and file the boys 
and keep pitchin’. And now, boys, 
close Swan song, may wish 
our new officers the best luck and 
success, and with the help all 
Zebras, may wish every Herd con- 
tinued prosperity the years 
come. 

long, fellows, seeing you. 

Zebraically yours, 
Grand Exalted 


Detroit—E. Sadlier recently joined 
the James Vernor Company, ginger ale 
Mer. the Credit Dept., 
according announcement Jack 
Comptroller the company. 
York—James Aylward, active 
New York credit and credit as- 
circles, has been elected Asst. 
Vice Pres. Meinhard, Greeff Co., 
Inc., textile factors. 


cently named bulk plants and 
service station distribution Ohio and 
West Virginia. connected with the 
Freedom Oil Co. which was formerly 
Credit Mgr. His assistant, Mr. Gilmore, 
succeeded him the credit department. 

Worcester—Walter Carlson has been 
promoted the post Credit Manager 
the Wickwire Spencer Steel Corp. suc- 
ceeding Dean Rollans, who has been named 
Sales Manager with headquarters 
New York. 

Columbus, Hillman, active 
member the Cincinnati ACM, which 
now serving member the Board 
Directors, was recently 
Treas. the Federal Glass Co. this city. 

Bourbonnais, 
Kinsey Co., the new Pres. the 
Cincinnati Optimist Club. Mr. Bourbon- 
nais past Pres. the Cincinnati ACM. 

Somerville, J—Charles Manger 
has been named Division Credit Manager 
the Paraffine Companies, Inc., the 
local plant that corp. Mr. Manger 
graduate the School Business 
Stanford Univ. 


and 


When separate the word “Business” 
its component 
find that “U” and “I” are 
fact, “U” and were not Business 
would not Business. 

“business,” must and “I” it. 

heard. Also, the “Business” has the 
sound “I,” which indicates that 
amalgamation the interest “U” and 
“T” and, when they are properly amalga- 
mated, BUSINESS becomes harmonious 
and altogether profitable. “Bee Lines.” 


Credit 


Alleen Harrison 


Louisville—This city’s credit women are 
proud the honor having Alleen Har- 
rison chosen Chairman the National 
Credit Women’s Executive Committee. 
Miss Harrison started her business career 
1919 bookkeeper for the Tafel Elec- 
tric Supply Co., jobbers for Westing- 
house and other well-known manufacturers. 
The main office Louisville, with 
branches Lexington, Ky., and Nashville, 
Tenn. Miss Harrison later became Credit 
Manager and was Secretary the com- 
pany 1938, and now partner 
the company and serves the capacity 
Office and Credit Manager for all the 
houses. 

the beginning her credit career, she 
attended the class Credit Management 
which was then conducted the local 
She was organizer and the 


first chairman the Credit Women’s Club 
the Louisville Assn. She began with 


about half dozen credit women and 
now one the outstanding groups 
the credit field, having 


mainstay the local 
Club, and the meet- 
ings she never too 
busy notice the new 
girl, find her 
name, and seé that she 
properly introduced. 
addition her 
credit work, Miss 
Harrison member 
the Altrusa Club Louisville which 
club for executive business 
Treasurer, and Director the Club, and 
now Chairman the Membership Com- 
mittee. She just recently returned from 
trip through Kentucky where several new 
clubs are being formed. 

Miss Harrison fond out-door sports, 
plays good game golf, swims, fishes, 
and likes hunt. She also holds rec- 
ord having attended ten Credit Con- 
gresses and convention group leaving 
Louisville complete without her. Her 
record enviable one, inspiration 
other women her field. 


Frances Sauer 


Chicago—Webster says sublime means 
exalted character. This may well used 
describe the 14th president our CWC 
—Frances Sauer. native Chicagoan, 
she loyal booster for her home town. 
Besides the usual public school education 
continued her studies Northwestern 
University School Commerce. While 
there her ability leader was recog- 
nized her class mates who chose her 
the first woman president Delta 
Delta (an honorary fraternity). She also 

served 
and board member 


the Lydians (all- 
inclusive women’s 
professional 
sorority. While her 
education 
tained the hard way 
she had the inspira- 


tion and support 
her mother who was firm believer 
higher education and encouraged all 
her activities. 

Her home life reflected her charm 
and hospitality. She excellent cook, 
and hostess, maintaining “homey” bun- 
galow where guests are always welcome. 
Amid the duties business 
she has not neglected her church. 
Methodist she has had class the 
Halsted Street Institutional Church and 
has devoted many Sundays that task. 
She has been associated with Peerless Con- 
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fection Company for years, now sec- 
retary and credit manager. can’t enu- 
merate here all the many things she 
has done for the Credit Women’s Club 
Chicago, but her job historian has won 
her lasting fame. 

are told her hobby travel. “See 
America First” her slogan, and she has 
certainly lived it, having visited 
the states. She says Nevada the 
exception. Can she afraid Reno? 


Mrs. Pouch honored 


Washington, C.—Mrs. William 
Pouch New York, wife the NACM’s 
past President, William Pouch, was 
elected President General the Daughters 
the American Revolution without op- 
position the 50th annual Continental 
Congress the organization here April 
17. She succeeds Mrs. Henry Robert, 
Jr., Annapolis, who was named honorary 
President General. Mrs. Pouch 
known credit association circles, not only 


q 


because Mr. Pouch’s many years 
activity but also because her interest 
the credit women’s movement and credit 
educational work. her honor the New 
York Credit Women’s Group some years 
ago named its annual competition the Helen 
Pouch Scholarship. 


LACMA 


makes good! 


Los Angeles—Association members and 
employees the Los Angeles CMA were 
particularly interested the March 
issue Life magazine which devoted four 
pages the daily existence girl 
worker Washington, The girl 
happened Marguerite Sharpe who 
was employee the local association 
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for period about three years 
clerk the local Interchange Bureau. 
Contrary some the information the 
article, which stated that she was Hol- 
lywood stenographer dreaming about get- 
ting into the movies,” learned from 
Chase, local Sec.-Mgr., that “there 
wasn’t anything dreamy about Marguerite, 
unless was her eyes. She was pretty 
peppy girl. She all sudden left four 
months ago Washington. Since 
this raft publicity she has had tons 
fan mail, test Twentieth Century Fox 
and has been the guest lot big 
bands around the country, well 
other functions.” 


Binghamton: 


Morris Gitlitz spoke “Recent Legisla- 
tion Affecting Business” the April din- 
ner meeting the Triple Cities CWC held 
the Binghamton Club. 
discussed particularly the recent activities 
the State Legislature. 


Chicago: 


Twenty-three Chicago credit women will 
attend the NACM Credit Congress New 
Orleans, the largest representation have 
ever had national convention. Two 
members will take active part the 
program. Austin has the honor 
being the first woman act Chairman 
trade group and will preside the 
Manufacturing Confectioners’ Industry 
sessions. And Frances Sauer, president 
the Chicago CWC, will present paper 
one these sessions, entitled “My 
Credit Association: What Want From 


Denver: 


The local CWC has chosen its Presi- 
dent, Gertrude Faris, delegate the 
New Orleans Credit Congress and has rec- 
ommended its past President, Margaret 
Flaherty, for membership the National 
Executive Committee. March Na- 
tional Pres. John Redmond and Mrs. 
Redmond were present dinner meet- 
ing here. Following talk Mr. Red- 
mond there was short movie presenta- 
tion entitled “Men and Money.” 


Paso: 


note humor was injected into the 
election session the Paso CWC 
April with contest between candidates 
representing the and the 
“Dummy-Crats.” The 
their slate candidates with such slogans 
“Vote the curved ticket straight,” while 
the opposition, not outdone, reminded 
club members: think this campaign 

the previous meeting the club 
March the members were honored with 
the presence Annie Porter Santa 
who Executive Member the Na- 
tional Credit Women’s organization. With 
Miss Porter there was also present Miss 
Frances Vaughn Santa Fe. Several 
new members were taken into the club 
the meeting. 


Minneapolis: 


The Esther Parsons 
again offered the Minneapolis 
Club. The award will choice any 
NIC class the year 1941, 
credit principles will conducted 
the winner. 


New York: 


Frank Severance, Dis- 
trict Attorney, was guest honor and 
with instructive talk the 
Collar Fraud” and what the businessman 
himsel 

Guest this occasion also was 
Orr, former Secretary the New 
York CMA, whom the group presented 
gold pen and pencil set token 
friendship and esteem. Chairman Pearl 
Rose Knoll also presented Frances Was- 
servogel Reville, Keystone Photo Engray- 
ing Company, with silver dinner set for 
her baby behalf the Group. 

Lillian Guth, Emerson-New York, 
Chairman the Nominating 
then reported the slate voted upon 
the May meeting. Three members the 
Executive Board are also voted for 
from the list past presidents. 


San Francisco: 


the April meeting the local CWC 
there was round-table discussion in- 
flation. Plans for the test for the Helen 
Pouch Scholarship were announced for 
May 26, and the following officers were re- 
ported the Nominations Committee, with 
installation scheduled the May meeting: 
President, Charlotte Madden; Vice Presi- 
dent, Alyce Simpson; Secretary, Florence 
Kenneally; Treasurer, Cecilia Boock. 


St. Louis: 


Mrs. Sara Sparks, Director Personal 
Service for Western Union New York, 
gave most interesting talk the March 
meeting the St. Louis CWC and 
joined the fun card games which 
followed. April our Bosses’ Night 
program, previously scheduled for March, 
became reality with NACM Central Di- 
vision Manager, Moran Chicago, 
guest speaker. added attraction, 
“Vignettes New Orleans,” the 
Central’s travelogue, increased interest and 
enthusiasm the approaching NACM 
Convention, which will attended 
several members the local club. 

With the assistance the Local 
ciation Office, the club has booked Aline 
Hower, Letter Counsellor, guest speaker 
May 22. Because Miss Bowers 
popularity and the very helpful 
ticular line work, have 
sideration plan invite the loca! retail 


Credit Women’s Breakfast Club join 


this meeting for Miss Hower’s 


May, 
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EARL SAUSER 


Credit Manager, The Standard Reg- 
ister Co., Dayton, Ohio 


striving improve and speed 
collections. want, and are 
entitled what due, when 
due. collections, abhor de- 
lays. The delays shall discuss are 
not the ordinary, everyday delays, but 
those beyond our control credit 
men. 
Isn’t discouraging when you have 
dealings with typical staller, who 
promises repeatedly pay you with- 
out fulfilling his promises? You fin- 
ally decide you have exhausted your 
patience—you tell him but does 
good. Then you decide make 
him pay hurry. You say 
yourself, teach this pidgeon 


Credit men are constantly 


INSURANCE 
SURVEY AND 
ANALYSIS 


oem, 


FRE AND ALLIED LINES 
CASUALTY COVERAGES 


Legal Delays Affecting 


Collection Accounts 


lesson. can’t stall that way 
and get with it. sue him and 
get judgment.” Oh, how disap- 
pointing this can be, sometimes. 

this case, however, you start out 
first placing the account with the 
Association Free Demand letter. 
After the elapse the time specified 
the Free Demand you 
heard anything about your friend but 
few days later you receive report 
from the Association that has 
promised payment full within ten 
days. That burns you up. You had 
previously accepted five such prom- 
ises avail. 

You then decide sue. You ad- 
vance costs $7.50 and ask the Asso- 
ciation advise you the best pro- 
cedure. After you select your attor- 
ney, suit immediately filed and 
your friend, who now has changed 


his status that defendant, 
comes see you, apologizing for 
the delay payment but digs down 
his pocket and comes with the 
CASH and pays you full and you 
give him paid full receipt for his 
money. 


Mistake Number One 


THATS where you’ve made your 

first mistake. You report the 
matter the Association. The secre- 
tary explains you that you should 
not have accepted the money without 
insisting the costs being paid too. 
You didn’t badly, however, 
you did collect all but the costs. 
cost you fees the tune 15% 
and you charged off the $7.50 ad- 
vanced for costs BUT you did col- 
lect your money within days after 
turning the account over the 
ciation. 

Now give you few examples 
what happens when suit filed 
and your friend the Defendant fails 
come see you fails send 
you check after the suit filed. 
virtue precedents established 
court decisions the past, learn 


CREDIT REPORT” 
YOUR Insurance Set-up 


OST-FREE and obligation-free you may obtain 
from any agent the Royal-Liverpool Groups 
Insurance Survey and Analysis which will— 


(1) show the insurable hazards peculiar your busi- 
ness, the extent which they are now covered, 
and breakdown your insurance costs: 


(2). point out any weakness your insurance pro- 


tection; 


(3) submit recommendations which may reduce the 
cost your insurance program provide for 


more efficiently. 


Why not let local representative the Royal-Liverpool 
Groups demonstrate his ability serve you means such 
Survey and Analysis? 


ROYAL INSURANCE COMPANY, 470. 


GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN & FOREIGN INSURANCE COMPANY e BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD, CAPITAL FIRE oF 
LIVERPOOL & LONDON & GLOBE INSURANCE CO., LTD. THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
THE NEWARK FIRE INSURANCE COMPANY e FEDERAL UNION INSURANCE COMPANY e ROYAL INSURANCE COMPANY, LTD. @ URAN ANY AME 
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that many the legal delays en- 
counter today were handed down 
the Common Law. Common 
Law its less technical sense denotes 
the law generally applicable the 
absence special enactment the 
legislature. the olden days the 
attorneys had call spade spade 
uncertain terms plea was 
immediately entered which frequent- 
barred the plaintiff from recovering 
entirely. This has been corrected 
large extent the enactment 
specific laws the legislatures the 
various States defining the various 
pleadings and eliminating many 
the cumbersome pleas which formerly 
existed. 


Delays Your Attorney 


ELAYS, however, are not al- 

ways caused the defendant. 
Your attorney may overlook one 
more matters may not word the 
Statement Claim properly which 
will enable the defendant immedi- 
ately file motion require you 
certain things before the action 
can continued further. 


ET’S take fictitious case step 
step which will give you some 
ideas why you sometimes ex- 
perience much delay. First you 
sue Doe. You don’t serve him 
personally with the summons. With- 
days defendant files motion 
quash the service summons. 
may take the Judge one week, 
may take him five six weeks 
render decision the motion. Then 
you discover Doe’s true name—he 
served personally and ready 
go. The defendant’s attorney then 
files motion stay proceedings for 
two weeks. You need reason for 
this. The court will probably grant 
two more extensions for two week 
periods. (At this point defendant’s 
attorney trying feel you out for 
settlement). 

After these stays proceedings 
may file motion require you 
itemize more fully your account. This 
happens quite frequently. This means 
another delay week more, de- 
pending upon when the Judge gets 
around it. the motion sus- 
tained plaintiff must file amended 
Statement Claim. This means you 
must start all over again with all that 
previous time lost. Then defendant 
has the right file demurrer. This 
would delay another two three 
weeks. After the demurrer over- 


Credit and Financial Management 


ruled the defendant will then file his 
Statement Defense, but doing 
will usually make statements 
prejudicial the plaintiff hoping 
will file motion delay further. 
new matter set out the de- 
fense would call for reply. After 
that takes place you are finally ready 
for 


now the plaintiff’s attor- 

ney take trial notice the 
court. Otherwise the case would rot 
the files and after lying there for 
three terms court (total nine 
months) would dismissed for 
want prosecution. Cases are usu- 
ally assigned for trial within 


weeks. the defendant’s attorney 
has business elsewhere can obtain 
postponement least once. This 
might delay another week two 
even three. Then your case 
finally tried. The court hearing might 
take half hour might take 
two days depending upon the cir- 
cumstances. You not get deci- 
sion that same day. The judge takes 
the matter under advisement. 
usually takes two three weeks for 
decision. you win the defendant 
has three days which file mo- 
tion for new trial. motion 
filed, your attorney then puts the 
judgment entry the record. 


National Nominations Committee 
for New Orleans Credit Congress 


the Nominations Committee for 

the 1941 Credit Congress the 

National Association Credit 
Men held New Orleans 
May 11-15. 

The Constitution provides that the 
five immediate past Presidents 
they are available shall serve this 
committee, and that the last immedi- 
ate past President shall Chairman. 

The Constitution also provides that 
the Councillors each the ten 
Districts shall select representative 
for their district, and that the Nation- 
President shall name ten members 
large serve the Nominations 
Committee. 

Five Past Presidents: 

Wells, John Brittain Dry 
Goods Co., St. Joseph, Mo. (CHAIR- 
MAN). 

Bosschart, Eng-Skell Com- 
pany, San Francisco, Cal. 

Paul Fielden, Norton Company, 
Worcester, Mass. 

Pilsbury, Rosenberg and 
Sons, New Orleans, La. 

Haight, International Gen- 
eral Electric Co., New York, 
Ten Members Chosen the Coun- 

Dist. No. 1—Osbon Bullen, Lever 
Bros. Co., Cambridge, Mass. 

Dist. No. 2—William Hussey, 
Levy Bros. and Adler-Rochester, Inc., 
Rochester, 

Dist. No. 3—F. Clyde Young, 
Westinghouse Airbrake Co., Pitts- 
burgh, Pa. 

Dist. No. 4—O. Dreutzer, The 
Alms Doepke Co., Cincinnati, Ohio. 


The following the personnel 


No. 5—R. Andrews, 
American Blower Corp., Detroit, 
Mich. 

Dist. No. 6—Ray Wyatt, Pan- 
ther Oil Grease Mfg. Co., Fort 
Worth, Texas. 

Dist. No. 7—Albert Spaar, 
Woodward, Wight Company, New 
Orleans, La. 

Dist. No. 8—John Cooper, 
Webb Publishing Co., St. Paul, 

Dist. No. 9—H. Gloe, Morri- 
son-Merrill Co., Salt Lake City, 
Utah. 

Dist. No. 10—Harold Myers, Peo- 
ples National Bank Washington, 
Seattle, Wash. 

Ten Members Large Selected 

Dist. No. 1—Frank Bigelow, 
Malleable Iron Fittings Co., Bran- 
ford, Conn. 

Dist. No. 2—E. Moon, Otis 
Elevator Co., New York, 

Dist. No. 3—John Brown, Jr., 
Hajoca Corp., Philadelphia, Pa. 

Dist. No. 4—J. Owen, Myer- 
Bridges Co., Louisville, Ky. 

Dist. No. 5—Herman Faul- 
stich, First National Bank, Chicago, 

Dist. No. 6—Rollo Thurlow, 
Fox Vliet Drug Co., Wichita, Kans. 

Dist. No. Parham, Gulf 
Oil Corp., Atlanta, Ga. 

Dist. No. 8—B. Schwarz, 
Waterman Waterbury Co., Minne- 
apolis, Minn. 

Dist. No. 9—Fred Andrews, 
Davis Bros. Drug Co., Denver, Colo. 

Dist. No. 10—Don Messer, 
Dohrmann Commercial San 
Francisco, Cal. 
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Commercial Credit 


Analysis 

same time, the varying characteristics 
each situation may alter the 
weights that should assigned 
each factor. Hardly the same propor- 
tionate value should placed the 
economic factor the case gro- 
cery retailer that manufac- 
turer specialized machinery be- 
cause the former has greater func- 
tional stability and therefore should 
not nearly susceptible adverse 
economic developments. 
seems idle assign specific arbitrary 
weightings. 

significant, however, con- 
sider what extent each factor may 
the others. obvious that busi- 
ness credit should not extended 
upon the consideration the per- 
sonal factor alone without some in- 
some asset protection essential 
sound credit; similarly, the economic 
factor could not relied ex- 
clusively for the same reason. The 
financial factor, too, closely bound 
other elements, particularly the 
integrity the management for hon- 
est financial data are largely depend- 
ent honest business management. 

Assuming, however, fundamental 
base managerial integrity, con- 
ceivable that safe credit may 
sanctioned the strength the 
financial factor alone, that is, rea- 
sonably adequate 
cerning past operating results and 
present financial strength. This 
true because the financial figures mir- 
ror much the significance other 
considerations. From study 


statements and budgetary 


estimates, the keen analyst deduces 
opinion managerial capacity; from 
observations accounting treatment 
and business policies evidenced 
the figures obtains clue 
managerial integrity; and from the 
trend activities and balance sheet 
proportions has partial means 
projecting short-range checks. 


HERE yet another point de- 

serving comment. ap- 
the personal factor 
dependent vague, intangible evi- 
dence, largely the form opinions 
and impressions, and there way 
assuredly predicting the volatile 
manifestations 


The economic factor, too, difficult 
appraise there are many far- 
flung and unforeseeable influences 
that are incapable definite delinea- 
tion. Only the financial factor re- 
mains having all the tangible as- 
pects factual reality. true 
that opinions and estimates also enter 
into the preparation 
figures, particularly the valuation 
inventories and other assets, but 
cannot denied that financial state- 
ments have less the elements 
uncertainty than any the other 
factors bearing credit risk. 


Your trip can 


From our classification 
review all the more pertinent influ- 
ences that enter into credit decision, 
seem warranted drawing one 
conclusion. The financial factor, 
that phase risk which con- 
cerned with the progress and strength 
the business evidenced finan- 
cial figures, the most important 
single element credit analysis. This 
true because financial statements 
contain themselves pregnant im- 
pressions other important consid- 
erations and because they afford the 
most reliable base for conclusions. 


The reckless swerve oncoming passenger hurt 
and you, strange town, the stern hands the law. Here, 
again, Standard Service Satisfies. 


For throughout North America, helpful representatives are ready 
assume responsibility release your car possible defend 
you court lawful claims— send you your way! 


Invest now Standard automobile insurance. The Company’s selec- 
tive ratings and Safe Driver Reward provide security low cost. 


Standard Accident Detroit offers other protection against 
loss from embezzlement, forgery, burglary and robbery, individual 
group accident and sickness, and similar hazards. Consult 
Standard agent your own insurance broker. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Since 1884 
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Industry Meetings Scheduled 


New Orleans Credit Congress 
(Continued from page 13) 


Food Products and Confectionery 
Wholesalers 


mont Creamery Co., Buffalo, 
Vice-Chairman: Howland, 
Fargo Bakery Co., Fargo, 
Committee: Emil Alt, Water- 
man Co., New Orleans, La.; 
Clark, Batterton Coffee Co., Birming- 
ham, Ala.; Conrad LeBlanc, Frank 
Wholesale Co., Shreveport, La. 

Program will announced 
meeting. 


Furniture, Floor Coverings and 
Home Furnishings 


Chairman: Shaw, Modern 
Appliance Supply Co., New Or- 
leans, La. Vice-Chairmen: 
Day, Charles Breneman Co., Dal- 
las, Tex.; Muller, Muller Fur- 
niture Mfg. Co., New Orleans, La. 


HAIRMAN SHAW an- 
nounces the following program: 
“Credit Groups—Their Functions 
Benefits,” Charles, Ass’t 
Manager, New Orleans Credit Mens 
Association, New Orleans, La.; 
Constructive Credit Department,” 
Thomason, Perfection Mattress 
Spring Co., Birmingham, Ala.; 
“Business Survey,” George 
Rogers, A., George Rogers 
Co., New Orleans, La.; “What 
Salesman Thinks the Credit De- 
nounced. 
Members the industry will meet 
for luncheon 12:30. 


Hardware Manufacturing 


Chairman: Jackson, Amer- 
ican Hardware Corp., New Britain, 
Conn. Vice-Chairman: Rid- 
dick, Osborn Mfg. Co., Cleveland, 
Ohio. Committee: Madden, 
Nicholson File Co., Providence, 
Hummel, National Screw 
Mfg. Co., Cleveland, Ohio; 
Eck, Hudson Mfg. Co., Chi- 
cago, 


meeting will open with re- 

port “Industry Activities” 
the various localities which groups 
are located. Ogren, The Stan- 
ley Works, New Britain, Conn., will 
speak behalf the Eastern Group. 
The Cleveland Group will repre- 


Screw and Manufacturing Co., 
land, Ohio, and Eck, 
Hudson Manufacturing Co., Chicago, 
will speak for the Chicago Group, 

Percy McCay, Assistant Vice-Pres- 
ident, Whitney National Bank, will 
speak “The Latin American Situa- 
William Lane, American 
Screw Co., Providence, will 


Credit Association and 


What Will For speaker 
from Cleveland will deliver ad- 
dress “Credit Limits, How and 
Why.” 

part the afternoon session will 
which those attendance are mu- 
tually interested. 


Hardware 


Chairman: Klippel, Van 
Camp Hardware Iron Co., Indi- 
anapolis, Ind. Vice-Chairman: 
Neelis, Baldwin Co., New Or- 
leans, La. Committee: Fensom, 
Watkins-Cottrell Co., Richmond, Va.; 
Heath, Hunt Mottet Co., Ta- 
coma, Wash.; Johnson, Far- 
well, Ozmun, Kirk Co., St. Paul, 
Minn.; McKee, Salt Lake 
Hardware Co., Salt Lake City, Utah. 


program will open with ad- 

dress “What The Sales Man- 
ager Expects the Credit Manager,” 

There will Round Table Dis- 
cussion Certain Credit Problems 
Approach and Technique, 
panel four with forum discussion 
questions from the floor. This fea- 
ture will based specific prob- 
lem cases and promises excep- 
tional interest. 

The Hardware 
meet jointly with the Paint, Varnish, 
Lacquer and Wallpaper Industry for 
luncheon, following which problems 
mutual interest will discussed. 


Insurance 


Chairman: Campbell, Conti- 
nental Insurance Co. Y., Chi- 
cago, Ill. Vice-Chairmen: Alfred 
Fleming, National Fire Un- 
derwriters, New York, Y.; 
Dillard Hall, United States Fidelity 
Guaranty Co., Baltimore, 
Ambrose Kelly, American Mutual 
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Alliance, Chicago, Lowry, 
Michigan Mutual Liability Co., De- 
troit, Mich.; McClure, Lum- 
Mutual Casualty Co., Chi- 
cago, Ill. Treasurer: Moran, 
National Association Credit Men, 
Chicago, 


meeting will open with re- 
Campbell, following which 
Eaton, Assistant General Manager, 
American Mutual Alliance, Chicago, 
will deliver address “Re- 
cent Insurance Developments and 
Their Effect Credit” there will 
Johnston Priest, “Insurance In- 
formation Desired Midwest Credit 
Executive.” 
There will group luncheon 
12:30 followed formal address 


Iron and Steel 


Chairman: Moylan, American 
Steel Wire Co., Chicago, Ill. Vice- 
Chairmen: Gilbert, Jones 
Laughlin Steel Corp., New Orleans, 
La.; Paul Smalley, Newport Roll- 
ing Mill Co., Newport, Ky. 


HAIRMAN MOYLAN 

has completed very timely pro- 
gram which will interest all 
members the Iron Steel Indus- 
try. Peter Beasley William 
Nichols Co., Industrial Engineers, 
New York and Chicago will speak 
“The Changing Face Industry 
America.” 

Ray Perlick, Credit Manager, 
Acme Steel Company, Chicago, 
will speak “The Assignment 
Accounts Receivable Collateral 
Loans From Banks 
Companies.” 

There will discussion period 
following each address. 


Jewelry and Giftware 


Chairman: Perry Walter, Bulova 
Watch Co., New York, Vice- 
Chairman: Adam Purves, Levy 
Brothers Co., Hamilton, Canada. 
Committee: Allen, Oneida, Ltd., 
Oneida, Y.; George Maddison, 
International Silver Co. Canada 
Ltd., Toronto, Ont., Canada; Stos- 
sel, Forestville Clock Co., Toronto, 
Ont., Canada. 


PERRY WALTER 

has scheduled Open Forum dis- 
cussions for the morning session 
“Your Credit Association What 
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You Can Expect From It”; “Hand- 
ling Compromise Offers and Requests 
for Extension”; “Factoring and Its 
Credit Significance.” 

The afternoon session will de- 
voted Open Forum discussions 
“Should The Salesman Accompany 
the Credit Manager Collection 
“Credit Groups Their 
Functions and Benefits”; “Financial 
Statements—Are They Imperative 
Basis Credit 


Machinery and Supplies 


Chairman: Hillman, Dravo 
Corp., Pittsburgh, Pa. 
men: Bachner, Chicago Molded 
Products Corp., Chicago, 
Gausby, Warner Swasey Co., 
Cleveland, Ohio. Committee: Oscar 
Iber, Iber Co., Chicago, Wil- 
liam Siddall, Brown Sharpe Co., 
Chicago, 


HAIRMAN HILLMAN 
announces the 
gram: “Wartime Contracts 1941,” 
Lambie, Assistant Treas- 
urer, Blaw-Knox Co., Blawnox, Pa.; 
“Credit Sales Latin 
drews Co., Chicago, IIl. 
ing Embarrassed Debtors,” 
Attaway, Manager, Treasury Divi- 
sion, Westinghouse Electric Man- 
ufacturing Co., Atlanta, Ga.; “Im- 
portant Credit Problems for 1941,” 
Gausby, Credit Manager, 
Warner Swasey Co., Cleveland, 
Ohio; “Are You Selling Foreign 
States,” Hugh Vaske, LL.D. 
Editor, Interstate Sales Tax Service, 
Commerce Clearing House, Inc., Chi- 
cago, Accounts Receiv- 
Perlick, Credit Manager, Acme Steel 
Co., Chicago, “Uniform Sales 
and/or Use Tax Laws,” Geo. 
Sturtz, Credit Manager, Joslyn Man- 
ufacturing Co., Chicago, 
Arrangements have been made 


have picture taken the group 


Meat Packing 


Chairman: Richard Fried, Fried 
Reineman Packing Co., Pittsburgh, 
Pa. Vice-Chairman: Storm, 
Armour Co., Chicago, Ill. Com- 
mittee: Blake, Swift Co., 
New Orleans, La.; Carrier, 
Agar Packing Provision Corp., 
Chicago, Slattery, East 
Tennessee Packing Co., Knoxville, 
Tenn. 


FULL program scheduled 

which will include open forum 
discussion and the following formal 
“Hypothecation Ac- 
counts Receivable and the Pledging 
Merchandise Inventory for Loan,” 
Henry Freeberg, District Credit Man- 
ager, Wilson Co., Atlanta, Ga.; 
“Are the Present Credit Policies 
man, District Credit Manager, Ar- 
mour Co., Ft. Worth, Tex. “Sales- 
manship the Credit Department,” 
Slattery, East Tennessee 
Packing Co., Knoxville, Tennessee 
“Complete Operations the Credit 


Fidelity Surety Bonds 
Blanket Bonds 


Burglary Forgery 
Insurance 


NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN 
President 
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Department National Packer,” 
Provision Corp., Chicago, 
plete Operations the Credit Depart- 
speaker announced. 

Two additional subjects 
Groups—Their Functions and Bene- 
fits” and Salesman Thinks 
Credit Department” will dis- 
cussed speakers announced. 


Paper Products and Converters 


Chairman: Ralph Burry, Wayne 
Paper Box Printing Corp., Ft. 
Wayne, Ind. Vice-Chairman: 
Wylie, Container Corp. America, 
Early, Birmingham Paper Co., Bir- 
mingham, Ala.; McWain, Uni- 
versal Products Co., Chicago, 
Meader, Kalamazoo Vegetable 
Parchmont Co., Kalamazoo, Mich. 


program will open with 

address George Christianson, 
Secretary, Hummel and Downing Co., 
Milwaukee, Wis., “The Qualifica- 
tions Today’s Credit Executive” 
Walter Carter, Southern Sales 
Manager, Gaylord Container Corp., 
New Orleans, La., will address the 
meeting “Credit Sales Depart- 
ment 

Members the industry will meet 
for luncheon 12:30 which will 
followed address Thomas 
Peck, Kalamazoo Vegetable 
Parchment Co., Kalamazoo, Mich. 

The remainder the afternoon will 
devoted round table forum 
questions pertinent credit manage- 
ment. The discussion leader will 
Tuttrup, Treasurer, Northern 
Paper Mills, Green Bay, Wis. 


Paint, Varnish, Lacquer and 
Wallpaper 


Chairman: Milton Salaun, Ma- 
rine Paint Varnish Co., New Or- 
leans, La. Vice-Chairman: 
Read, American Paint Works, New 
Orleans, La. Committee: Alice 
Smith, Tuttle Paint Glass Co., 
Paso, Tex.; Gilmore, Sherwin- 
Williams Co., St. Louis, Mo.; 
Hamerin, Lilly Varnish Co., Indian- 
apolis, Ind.; Ronnau, Cook 
Paint Varnish Co., Kansas City, 
Mo. 


HAIRMAN SALAUN 

and committee are developing 
full program which will available 
advance the meeting. 
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Petroleum Refiners 


Chairman: Webb Charles, Globe 
Oil Refining Co., Wichita, Kan. 
Vice-Chairmen: Johnston, Gulf 
Oil Corp., Gulf Bldg., Pittsburgh, 
Pa.; Shelton, Union Oil Co. 
Springer, Humble Oil Refining Co., 
Humble Bldg., Houston, Tex.; 
Tete, Texas Co., New Orleans, La. 


meeting will open with ad- 
dress Prof. Donald Halley, 

College Commerce and Business 
Administration, Tulane University, 
New Orleans, La. “What Should 
Done Now Prepare for the 
Next Post War Depression 

Murray Johnston, Assistant 
General Credit Manager, Gulf Oil 
Corp., Pittsburgh, Pa. will talk 
“Agents”; Butcher, Credit 
Manager, Cities Service Oil Co., Chi- 
cago, Ill. will “Jobbers.” 

“Dealer Credit Problems,” will 
presented Hugo, Division 
Credit Manager, Gulf Refining Co., 
New Orleans, La.; Clemons, Di- 
vision Credit Manager, The Texas 
Co., Dallas, Tex. will speak 
“Credit Problems Areas Imme- 
diately Affected the Defense Pro- 
gram”; Discussion “Farm Cred- 
announced. 

There will industry luncheon 
12:30. 


Plumbing and Heating 


Chairman: Griffiths, Interna- 
tional Heater Co., Utica, Vice- 
Chairman: Phillips, Globe Ma- 
chinery Supply Co., Des Moines, 
Iowa; Vernon Modinger, American 
Radiator Standard Sanitary Corp., 
New Orleans, La. Committee: 
Barnett, Grinnell Co., Inc., Charlotte, 
C.; Bartlett, Tay-Holbrook 
Co., San Francisco, Cal.; 
Ritchie, Crane Co., Cleveland, Ohio. 


following are scheduled 

address the meeting subjects 
which will announced: Arm- 
strong, Credit Manager, Rudolph Ra- 
melli, Inc., New Orleans, La.; Wal- 
ter Cooke, Manufacturer’s Agent, 
New Orleans, La.; Leon Cahn, At- 
torney Law. member the firm 
Cahn Cahn, New Orleans, La.; 
Ray Maxwell, Factory Representa- 
tive, General Water Heater Co., New 
Orleans, La.; John Ridgley, 
American Radiator and Standard 
Sanitary Corp.; New Orleans, La., 


and Emmett Smith, Manager, South- 
ern Heater Co., Inc., New Orleans, 
La. 


Public Utilities 


Chairman: Hahn, The Ohio 
Fuel Gas Co., Columbus, Ohio. 
Chairman: Smith, New Or- 
leans Public Service, Inc., New Or- 
leans, La. Committee: Hayes, 
West Penn Power Co., West Penn 
Blvd., Pittsburgh, Pa.; Peter- 
son, Puget Sound Power Light 
Co., Seattle, Wash.; Starrett, 
Commonwealth Edison Co., Chicago, 


committee have developed full 
and informative program and sessions 
are scheduled for Monday morning, 
Tuesday afternoon, Wednesday and 
there will informal session 
Thursday. 

The Wednesday morning session 
will start with general discussion 
covering the following subjects: “Is 
More Liberal Credit and Collection 
Policy Desirable?” Are 
Necessary” “How Are 
Moderator the discus- 
sion will Starrett, Chief 
Clerk, Commonwealth Edison Co., 
Chicago, Discussion leaders will 
Rowe, Treasurer, Consumers 
Power Co., Jackson, Mich.; Harry 
Hahn, General Credit Manager, 
The Ohio Fuel Gas Co., Columbus, 
Ohio; Vosbrink, Supervisor 
Credit, Adjustment and Collection 
Division, Union Electric Co. Mo., 
St. Louis, Mo.; Waddick, 
Superintendent Credits and Col- 
lections, The Peoples Gas Light 
Coke Co., Chicago, 

“How the Credit Department As- 
sists the Sales Department,” the 
Mahlke, Assistant Manager, 
Merchandise Sales, Commonwealth 
Edison Co., Chicago, Me- 
Laughlin, Credit and Collection Su- 
pervisor, Western United Gas and 
Electric Co., Aurora, will lead 
discussion “Discussion Mer- 
chandise.” 

There will luncheon 12:30 
Wednesday which the principal 
speaker will Dr. Buchan, 
Dean, College Commerce and 
Business Administration, Tulane 
versity, New Orleans, La., Dr. 
Buchan will speak “The National 
Emergency Effect Credit and 
Collection Practices.” 
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The Business 


Sales wholesalers were per 
cent greater. March than dur- 
the same month year ago 
was announced Vergil 
Reed, Acting Director, Bureau the 
Census. The increase over the cor- 
responding month the previous year 
the second largest recorded the 
study since its inception 1936. 

The gain March represents 
acceleration from the strong gains 
previously recorded this year and 
therefore exceeds the rise per 
cent for the first quarter 1941. 

Sales 23,606 independent retail- 
ers covered another monthly sur- 
vey the Bureau the Census 
showed less marked 
month than January and February, 
increasing per cent over March 
1940. 

connection with this monthly 
joint study the National Associa- 
tion Credit Men and the Bureau 
the Census, 2,975 wholesalers rep- 
resenting all parts the country re- 
ported dollar sales amounting 
$259,692,000 March, which were 
per cent above February 1941. 
seasonal rise this order usually 
shown between these months this 
survey. Sales are shown reported, 


without adjustment for seasonal 
price fluctuations. 

All but one the lines trade 
reported sales during March greater 
than those the previous year. Five 
trades showed gains exceeding per 
cent, compared with year ago, led 
wholesalers metals with in- 
crease 102 per cent. Five other 
trades showed gains 30-60 per cent. 
These increases are continuations 
similar experiences earlier this year. 
Nine the ten trades referred 
indicate gains more than per 
cent for the first quarter 1941. 

The Bureau Labor Statistics re- 
ports price rise over year ago ex- 
ceeding per cent for only one 
these lines business. Wholesalers 
groceries and foods also partici- 
pated the expansions March 
1941 with sales gains 10-20 per 
cent. 

The cost value inventories 
hand the end March for 1,817 
wholesalers was per cent from 
the beginning the month, and was 
per cent over March 31, 1940. 
March the twentieth consecutive 
month which the dollar volume 
inventories was higher level than 
the corresponding month the 


year before. 

Inventory expansions did not equal 
sales advances. The ratio stocks 
sales 157 for March 1941 was 
sharply under the figure 186 for 
March 1940. This ratio (157) was 
also under February 1941, usual 
seasonal occurrence. the trades 
for which stock-sales ratios are shown, 
reported ratios for the current 
month below those year ago in- 
dicating sales expanding more 
rapidly than inventories. 

Collections accounts receivable 
for 2,455 wholesalers were more 
favorable March this year than 
those reported these same estab- 
lishments for March 
tions during March equaled per 
cent accounts receivable 
March compared with collection 
percentages for March 1940 and 
February 1941. 

Reflecting recent expansions 
sales volume, accounts receivable were 
per cent greater March 1941 
than the same date 1940, and 
per cent higher than February 

Detailed figures are presented 
the following tables summary for 
the United States. 


Index the Value Manufacturers’ Inventories* (December 31, 1938 100) 


1941 1940 
Industry 
Feb. Jan. Dec. Nov Oct July June May Apr. Mar. Feb. 
Total, Nondurable Goods. 110.8 111.2 110.1 108.5 107.1 105.5 106.0 106.4 105.2 105.8 106.2 106.6 106.7 105.6 
Durable Goods 
Iron and Steel and Their Products. 127.0 128.5 129.4 126.9 123.8 121.1 120.1 119.1 116.3 113.6 110.8 111.8 112.5 
Electrical Machinery 148.2 140.4 126.8 122.1 116.7 115.5 115.6 115.6 116.5 114.9 114.5 111.7 108.5 
Other 128.2 125.6 122.1 17.6 114.8 111.2 110.7 110.8 


3 105.9 | 109.1 | 112.7 | 116.3 | 116.9 

Other Durable 108.5 110.2 108.3 105.9 104.9 104.1 104.5 105.7 106.7 107.0 107.8 108.7 107.8 104.4 
Nondurable Goods 

Food and Kindred 108.9 107.0 104.6 101.0 99.8 101.7 100.6 97.1 97.5 98.4 100.5 102.5 103.6 
Paper and Allied 112.0 111.8 112.8 110.7 110.3 108.4 107.1 104.5 104.0 104.9 106.6 108.0 107.1 105.3 
Chemicals and Allied 114.8 114.2 114.1 110.5 110.1 110.7 112.4 111.7 111.3 111.1 111.5 111.1 109.8 106.5 
Petroleum Refining. 98.4 98.4 98.5 98.7 99.0 98.3 98.3 96.3 97.1 95.5 94.5 93.8 91.0 
Rubber 135.1 131.4 126.6 124.4 124.6 125.5 124.0 120.5 116.7 122.2 120.7 119.6 118.1 113.6 
Other Nondurable 110.0 111.7 106.7 104.2 100.3 100.8 104.1 104.6 105.3 106.0 107.3 108.8 109.6 


relate the end month. 


ensive data for March 1940 through May 1940 not yet available. 
and March 1940 index values have been revised slightly for total, durable and nondurable goods. The adjusted data for industry groups 


Credit and Financial Management May, 1941 


th- 
3 
4 
4 
( : 
Preliminary. 


WHOLESALERS’ accounts receivable and collections, March, 1941 


Collection Accounts Receivable 
Number 
Kind Business firms March March February 
reporting 1941 1940 1941 

Dairy and poultry products.. 169 155 151 —15 468 
Plumbing and heating supplies... 116 +43 8,242 


Collection percentages are obtained dividing the collections accounts receivable for identical group firms. 
Less than 0.5 percent. 


WHOLESALERS’ sales and inventories, March 1941 


Sales—Current Month Sales for Mos. 1941 


Percent change Percent 


Inventory—End-of-Month (At Cost) 


Percent change 


Kind Business Number Mar. Number change 
sales 


Automotive 212 +21 +13 4,167 211 +14 4,505 233 279 264 
Paints and varnishes. +31 +28 2,582 +32 1,106 212 234 241 
Clothing and furnishings, except +13 +16 2,916 1,335 175 217 237 


Electrical +65 +14 34,322 349 +54 306 +27 +10 32,001 128 
Furniture and house furnishings. +41 +27 6,007 +33 8,656 208 317 259 
Groceries and foods, except farm 679 +14 +16 53,398 676 388 49,678 164 171 185 
Full-line 360 +11 +16 22,809 358 189 +12 22,976 171 190 
Voluntary-group 182 +17 +15 19,600 182 +11 123 20,228 181 198 203 
warehouses.. +23 +16 3,770 +13 +65 3,057 126 145 141 
Specialty lines. +15 +20 7,219 113 +15 3,417 103 102 128 
Total hardware 418 +41 +17 38,381 +87 260 +19 63,947 242 
General 156 +27 +18 22,624 155 +27 100 +18 48,676 289 317 321 
Industrial 141 +68 +18 10,309 140 +52 +15 10,106 148 227 177 
Plumbing and heating supplies 116 +63 +14 116 +58 +29 5,165 183 233 207 
Lumber and building materials. +48 +29 2,753 +49 2,493 110 165 148 
Machinery, eqpt. supplies, electrical +651 +10 3,767 +11 4,909 192 265 199 
Paper and its +18 6,020 +15 4,540 148 179 164 
United 2,975 +26 +12 2,952 +21 $720,423 1,817 +10 157 186 171 


*These stock-sales ratios are percentages obtained dividing stocks sales for identical group firms. tLess than 0.5 percent. 
—Insufficient data show separately. affiliated with voluntary cooperative groups. the wholesale drug trade. 


| 
ve 
k-Sall 
tock-Sales 
Ratios 


: ~ 


i 

ae 

} 

) 


